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Mono-Drive 
At the Fair 


Cobb Not Conn 
Commodores 


ser 


By 


Chris Sinsabaugh 


BREAK in the daily routine 

of a busy editor’s day—a trip 
to Dearborn to see Bill Stout 
hatching automotive ideas in that 
laboratory of his, a peek into 
motoring tomorrow as it were. O. 
H. Banker of Chicago picked me 
up for the ride out and made me 
open my eyes as to the possibili- 
ties of his Mono-Drive, something 
new in automobile automatic 
transmissions that we may look 
for on some 1934 cars. Stout and 
Stanley Knauss are Banker’s con- 
tacts with the industry on these. 
Mono-Drive does away with the 
clutch pedal altogether and to my 
non-technical eyes looks like 
something we have been waiting 
for. You'll hear more about it in 
A. D. N. shortly. 

* * ~ 

THAT AUTOMOTIVE incubator 
of Stout’s seems an engineering 
wonderland. Foremost in the pic- 
ture is the rail car that is going 
through the works on a commis- 
sion from one of the leading rail- 
roads. Bill has the job of design- 
ing it and the work has progressed 
far enough to enable one to get 
a fair idea of what it’s going to 
look like. It can do ninety miles 
an hour, it is claimed, and it is 
going to follow automobile prac- 
tice so far as motive power is con- 
cerned. But I can’t go any fur- 
ther about it—I can’t be spilling 
state secrets now. 

In another corner of the lab is 
the engine-in-the-rear automobile 
Stout is working on, and it is an 
advanced state. Of course it is 
radical; it would have to be if 
Bill has anything to do with it. 
But details on this job also are 
verboten at this time. 

And to show the diversity of the 
shop, there is the Stout Sky Car, 
which is well along on its way to 
production and in which Stout 
himself already has flown 15,000 
miles. 


BEN KOETHER, director of G. 
M.’s sales section, whose chief job 
these days is to keep his weather 
eye on the corporation’s world’s 
fair exhibit, tells the conductor 

(Continued on Page 14) 
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Industry Has Much to Gain 
and Little to Lose Under 


Willys Plans 
New Set-Up; 
Ready Soon 





Program in Works for 


Past 5 Months Soon 
To Be Presented 





Toledo, June 23.—The details of a 
plan for the reorganization of the 
Willys-Overland Co., which has 
been in the hands of receivers 
since February 15, are expected to 
be disclosed within a few days. 


Conferences preparatory to the 
announcement of the plan were 
held at the company’s administra- 
tion building here Thursday after 
Federal Judge George Hahn 
granted an application making 
the reorganization committee a 
party defendant in the receiver- 
ship suit. 

The reorganization committee is 
headed by W. B. Stratton, New 
York, chairman. Others serving 
on the reorganization committee 
are: Hampton G. Wall, of Fraser, 
Hiett, Wall & Effler, Toledo law 
firm; W. J. Bryan, Philadelphia; 
M. Havekotte, Carnegie Steel 
Company, representing creditors; 
H. L. Leonard, chairman of the 
preferred stockholders’ commit- 
tee; C. O. Miniger, president of 
the Electric Auto-Lite Co. and 
Cc. S. McIntyre, Monroe, Mich., 
chairman of the creditors’ com- 
mittee. 

It was learned by Automotive 
Daily News Friday that another 
meeting is scheduled to be held in 
Toledo Monday and that detalis 
of the reorganization program 
probably will be revealed before 
the close of the week. 

It is understood that the prob- 
lem before the committee is the 
restoration of between $2,000,000 
and $5,000,000 of working capital. 
Provision also must be made, it 
was said, for caring for current 
liabilities of $8,500,000 which in- 
cludes $2,000,000 of first mortgage 
bonds. 


Libbey-Owens-Ford 


To Open in Canada 


Ottawa, June 23. 
plant of the Libbey-Owens-Ford 
Co., closed since August, 1931, is 
being made ready for operation 
again. D. H. Goodwillie, of To- 
ledo, O., vice-president and gen- 
eral manager of the company, 
said today that in all probability 
the grinding and polishing section 
will be in operation July 15. 


Nat'l aii Decnbaites 
to be Formed at Chicago 


New York, June 23.—The form- 
ing of a national truck operators’ 
association, promised at the meet- 
ing of state association officials at 
the Congress Hotel, Chicago, June 
24-26, will give the industry for 
the first time a national truck 
users’ group, which may have im- 
portant bearing on future legisla- 
tion. Where, up to this time, it 
has been necessary to contact 
with 48 separate state organiza- 





tions on matters of taxes and 
other legislation, action may now | 





be centralized and carried through 
more effectively. 

The proposed association is to 
be known as the National Federa- 
tion of State Motor Truck Asso- 
ciations. As its name implies, it 
will be simply a national associa- 
tion representing the state asso- 
ciations, and its officers and di- 
rectors will probably be drafted 
from the present state official 
lists. Truck officials who have 
been prominently identified with 

(Continued on Page 19) 


The Ottawa | 





| president. 





Industrial 


Recovery Act 


By WILLIAM ULLMAN 
Washington, June 23.—Of all the industries brought 
within the scope of the National Industrial Recovery 
Act, few will be so slightly affected by its operation for 
the time being as the automobile industry. 
Analysis of the terms of the? 9 


legislation, the most revolution- 
ary and significant of its kind 
ever enacted by Congress, em- 
phatically confirms the fact that 
its principles have been the guid- 
ing philosophy of the industry 
for some time. Viewing the situ- 
ation broadly, there is every rea- 
son to believe that the motor 
manufacturers have much more 
to gain than to lose by this 
colossal venture of Government 
into business. 


The Federal Administration has 
become a “partner” in American 
industry and business for one 
reason. It is determined to parti- 
cipate in the management of all 
enterprise to restore the Ameri- 
can payroll. This involves the 
creation of more jobs and the 


Federal Adding 
3 New Trucks 
at $695 to $1395 


Detroit, June 23.—The produc- 
tion of three new six-cylinder 
trucks by the Federal Motor 
Truck Company, Detroit, Mich., 
is announced by M. L. Pulcher, 
president. These new chassis, 
designated as 15A, 20A and 25A 
rated at 1% ton, 2 ton and 2% 
ton respectively, embody latest 
advancements in truck develop- 
ment. The 1% ton chassis is 
priced at $695 for the standard 
wheelbase. The standard wheel- 

(Continued on Page 10) 


Rockwell Heads 
Timken Axle) 


Detroit, June 23.—Williard F. 
Rockwell has been elected presi- 
dent of the Timken-Detroit Axle 
Co. Mr. Rockwell is president of 
the Wisconsin Axle Co., subsidi- 
ary of Timken-Detroit Axle. 

Other new officers elected are: 
Walter F. Rockwell, vice-presi- 
dent, and R. L. Busse, vice-presi- 
dent in charge of sales. R. J. 
Goldie was made assistant to the 
Mr. Rockwell and Mr. 
Goldie also were made directors 











| to fill vacancies. 


H. W. Alden was _ re-elected 
chairman of the board, W. C. 
Wood, secretary and treasurer 


and L. R. Baldock, assistant sec- 
retary and treasurer. 


Tire Men Code Conscious 

New York, June 23.—Tire job- 
bers and dealers affiliated with | 
the Greater New York Tire Deal- | 
ers Association, Inc., at an execu- 
tive session this week appointed | 
committees to promote standardi- 
zation of prices and a code of 
ethics among retail tire men of | 
the metropolitan area. Work on) 


the code is expected to be com- | 


pleted within the next two weeks | 
when it will be submitted to Gen- 


}eral Hugh S. Johnson, 


| by F. W. A. Ves- 


elevation of wage levels. Every 
single provision of the Recovery 
Act is designed to make possible 
the achievement of this funda- 
mental and primary objective of 
the Government. 

Where does the automobile in- 
dustry stand under this arrange- 
ment? 

It stands at this point: It 
must have a normally high gen- 
eral payroll for the country as 
a whole before it can sell its 
commodity. As to its own hours 
of labor and wage scale it oc- 
cupies one of the most favored 
positions among the major in- 
dustries of the country. The out- 
look ahead of it, therefore, is 
that its former patrons engaged 

(Continued on Page 8) 


Ford Has Loss 
Of $74,861,645 


Boston, June 23.—The balance 
sheet of the Ford Motor Co., as 
of Dec. 31, 1932, to be filed with 
the Massachusetts commissioner 
of corporations today, shows 
profit and loss surplus of $580,- 
440,603, compared with $655,302,- 
247 on Dec. 31, 1931, giving an 
indicated loss for 1932 of $74,861,- 
645. 

The statement which represents 
final figures after the closing of 
the books, differs considerably 
with respect to the amount of 
surplus from the tentative bal- 
ance sheet filed earlier with the 
secretary of state of New Hamp- 
shire and which showed an in- 
dicated loss for 1932 of $44,222,- 


| 567, not taking into account re- 


duction of reserves. The prelim- 
inary statement did not include 
full depreciation charges and 


year-end adjustments. 

Commenting on the statement, 
the Dow-Jones Financial News 
Service says: 


(Continued on Page 6) 
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Code Study 
Body Named 
By N.A.C.C, 


Brown Committee Starts 
Work; Will Make 
Report in July 








Detroit, June 22.—The first step 
in charting the course of the auto- 
mobile industry as regards the 
Industrial Re- 
covery Act was 
taken today 
when a commit- 
tee appointed by 
Alvan Macauley, 
president of the 
National Auto- 
mobile Chamber 
of Commerce, 
met here and 
perfected its or- 
ganization. As 
naturally was to 
be expected, this 
first meeting did 
not produce any definite results. 

The committee decided to begin 
at once a complete study of the 
question from every angle. Fur- 
ther meetings will be held but 
nothing as to the policy to be 
pursued will be announced until 
the committee reports to the 
board of directors of the N. A. 
Cc, C. at its next meeting, which 
will be held early in July. 

Donaldson Brown, a vice-presi- 
dent of General Motots and chair- 

(Continued on Page 6) 


New York Sales 
In Five Months 
Top 1932 Mark 


New York, June 23.—-With sales 
of cars in May in the New York 
Metropolitan territory definitely 
reflecting faster absorption of in- 
creased production, there is every 
evidence that June finals will dis- 
close a similar surge forward. 
The threat of imposition of city 
taxes, now averted through the 
activity of motor associations, 
held sales down somewhat during 
the period the fight was on but 
these are now responding again 
to the vigorous dealer-merchan- 
dising efforts. 

As released by the Sherlock & 


(Continued on Page 6) 





Donaldson 
Brown 


Recovery Act ke Salata To 


Used Car Problem--N.A.D.A. 


St. Louis, June 23.— That the 
National Recovery Act provides 
at last solutions of the used car 
problems of 
dealers, and of 
the model 
change date, 
dumping and 
over -production 
problems of 
manufacturers, 


| where 





is the hope held 
out to the auto- 
mobile industry 





per, president 
of the National 
Automobile 
Dealers Association. The new} 
law, says Vesper in an address to 


F. W. A. Vesper 


dealers in the current issue of the 
N. A. D. A. Bulletin, “offers busi- 
ness men, through trade associa- 
tions, an opportunity to agree on 
a code of .air trade practices that 
will put opportunity for profit 
there is competent man- 
agement.” 

“We had a voice in suggesting 
this law,” Vesper continues, “be- 
cause in addition to the chance 
of putting used car losses forever 
behind the dealers, the law con- 
tains provisions that the manu- 
facturers’ group of this industry 
can utilize to control, and to force 
their minorities into line, such 
things as fleet discounts, over-pro- 
duction, date of model change, 


(Continued on Page 6) 
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Better Cotton Prices Plus 
New Confidence Caused 


Car Sales Gain In South 





By J. H. REED 


Atlanta, Ga., June 23.—During the past 45 days, auto- 
mobile sales in the South have increased approximately 
20%, while the repair, parts and accessory businesses have 


enjoyed similar increases. 

When one considers that June 
is normally a “quiet month” for 
automobile dealers in this section, 
the increase is not only unseason- 
able but most unusual, and augurs 
better times ahead when fall busi- 
ness begins to “open up” in Sep- 
tember and October. 

What are some of the reasons 
for increased activities South of 
the Mason and Dixon line? One, 
of course, is the increase in the 
price of cotton, always a control- 
ling factor in Southern business 
circles. Although the fleecy staple 
has had its ups and downs during 
the past year, prices now are just 
about 50% above the low levels 
reached last year, and there is ev- 
ery reason to believe that they 
will be maintained or even in- 
creased. 

An increase in the price of cot- 
ton means, ultimately, that there 
will be more money in the pocket 
of the farmer, the cotton factory, 
the storekeeper who, in many sec- 
tions of the sunny South, must 
wait for his money until cotton 
has been picked and ginned, and 
in the hands of almost everybody. 
This, in its turn, means that more 
people will have the money to put | 
out for the commodities they need 
. . . and many need new cars 
badly. | 

Textiles Pick Up 

Again, textile mills in all parts | 
of the South are now running on 
full day schedules, with many op- | 
erating day and night to take care | 
of orders being received. And, in| 
addition, they have quite gener- | 
ally increased wages from 5 to 10 
per cent and added workmen, re- 
lieving to some extent the unem- 
ployment in many communities. 
This means more money in the 
hands of mill executives, stock- 
holders and supply men . . not 
to mention operatives . . much 
of which will be translated into 
new automobiles. 

Anyone who does not believe 
that the mill operative is a po- 
tential customer for an automobile 
should visit the village of any big 
Southern textile plant and note 
the number of garages. In sev- 
eral instances, plants have been) 
compelled to equip most of their 
houses with garages to take care 
of the increasing demand from op- 
eratives for places in which to} 
house their cars. 

More than anything else, how- 
ever, accounting for the increase 
in the demand for automobiles in 
the South is the better morale of | 
the public in general. 

Money Easier 

“If you have $500 in the savings 
bank,” says one Southern automo- 
bile dealer, “and you don’t know 
how long your job is going to last, 
you are not going to spend it, no 
matter how badly you may need a 
new car. 

“But if the boss comes in and 
says: ‘John, business is getting a 
lot better. I am going to give you 
a 10 per cent raise, and your job 
is assured for at least six more | 
months. After that I don’t think 
you need to worry about it any 
more!’ Why, then, you are going 
to feel a whole lot different about 
your $500.00. 

“You are going out and buy a| 
hat and suit. After that, you are 
going to make a down payment | 
on a new automobile to replace | 
the old one that has so nearly | 
worn out.” 

The present increase is due to 
increased confidence on the part 
of those who have the money | 
saved and who have been waiting | 
for the up-turn. 

There may be a lull in this busi- 
ness for a while, but later in the | 
fall when the recovery movement | 
really gets under way, there will 














| or’s licenses, 


be a sure and steady swing 
towards better business. 

In other words, the present situ- 
ation is as much psychological as 
real . . & spending of reserve 
cash rather than of that earned 
through business increases. But 
unless all signs fail, this initial 
flurry will be continued by a 
steadier trade wind in the fall 
when the new government legisla- 
tion has had a chance to have its 
effect. 

Trucks Also Active 


Dealers report increases not only 


for automobiles but also for busi- | 


ness cars and light trucks. Many 
business firms who have put off 
replenishing their rolling stock 
until the last minute have decided 
that the hour has struck, or the 
minute arrived, and are making 
purchases for their fleet as well 


as for their salesmen on the road. | 


They have become convinced that 


they must now put their best foot | 


forward to get in step with the 
times, and that their delivery 
equipment must be up-to-date. 


In other words, the increase in | 


automobile sales in Southern ter- 
ritory is a very definite one and 


| 


j}dent of the 


Corporation. 


| 
Chrysler Has Best | Proud Moment 


Week Since 1928 | 


Detroit, June 23. — Chrysler 
dealers in the week ending June 


For Alfred Reeves 


New York, June 23.— Alfred 
| Reeves, Jr., son of Alfred Reeves, 
| general manager of the National 


| Automobile Chamber of Com- 


17 made the largest number of | Merce, was graduated this week 


retail deliveries 
since the week 
ending October 
27, 1928, accord- 
ing to J. E. 
Fields, presi- 


Chrysler Sales 


This was the 
ninth consecu- 
tive week in 
which there had 
been an in- 
crease in retail 





J. E. Fields 


deliveries. The new record breaks | 
one that had stood for 56 months. | 
The figures for the week end-| 


ing June 10 were 5 percent bet- 
ter than those for the preceding 
week. On the retail deliveries of 
Chrysler cars alone, to the im- 
mediate public response to the 





scale of prices that became ef- 
fective May 27. 

A comparison of this week with 
the corresponding week of 1932 
shows that total retail deliveries 
of Chrysler and Plymouth cars 
by Chrysler dealers were 62 per 
cent greater in 1933. The figures 
for Chrysler cars alone show an 
increase of 26 percent for this 
week over the 
week of 1932. The period from 
January 1 to June 10, 1933, was 
17 percent ahead of the corres- 


|from the University of Pennsyl- 
| vania with a bachelor of science 
| degree in economics. Alfred, Jr., 
|is the third son of the chamber 


: _@ 
San Antonio June 


Sales Im prove 


San Antonio, June 23.—New car 
sales during the first half of June 
continued to show improvement 
| over the previous periods, with 
sales of 192 passenger cars and 
24 trucks. This compares with 


| 
| 
| 
| 
| 
| 


182 passenger cars and 31 trucks | 
in the first half of May and 155 | 


passenger cars and 12 trucks in 

the first half of June last year. 
Used cars continue steady with 

slight improvement. During the 


| first half of June 315 used cars 


corresponding | 


and trucks were sold, which com- 
pares with 262 in the first half of 
May this year and 338 in the first 
half of June last year. 

Further improvement is antici- 
pated with the re-organization of 


| 


Wholesalers Vote 
Full Support to 
Administration 


Chicago, June 23.—In the make- 
up of the government’s national 


| recovery act body, wholesale dis- 





pens to graduate from Penn. | 


tribution should be represented 
through at least one member. 
This and other recommenda- 


| tions dominated the second an- 





nual M. E. W. A. summer con- 
ference here at the Stevens Hotel, 
a three-day meeting that closed 
Wednesday and was attended by 
more than fifty representatives 
from nineteen of the twenty-one 
regional associations affiliated 
with the Motor and Equipment 
Wholesalers Association. 

The recommendation that 
wholesale distribution have a rep- 
resentative on the recovery act 
commission came in the form of 
a resolution that was passed en- 
thusiastically. Before submitting 
the resolution, the point was first 
established that the wholesale 
automotive industry “is an indus- 
try in and of itself and should be 
classified as such for qualifying 
under the National Industrial Re- 


| covery Act.” 


one Ford dealership and the ap- | 


pointment of distributors for De- 


Soto and Continental. A new out- | 
let is also under way for Austin | 


and Reo is seeking to secure a 


| local distributor. 


ponding period of 1932 on the de-| 
| liveries of Chrysler and Plymouth 


cars. 
Typical examples of the bumper 


| business now being enjoyed by 


based on sound business reasons. | 


DeSoto Hits New 


Peak for Week| 


Detroit, June 23.—For the sixth 
consecutive week, sales by De- 
Soto dealers continue to break all 
records. 

The week ending June 17 was 
the best in history for DeSoto 
dealers, not only in new car sales 
but in used-car sales as well 
and it was also the all-time rec- 
ord week at the DeSoto factory 
for car shipments and unfilled or- 
ders on hand. 

Sales data announced today by 
L. G. Peed, general sales man- 
ager of DeSoto Motor Corpora- 
tion, revealed: 


During the week ending June | 


17, combined DeSoto-Plymouth 
sales by DeSoto dealers totaled 
2,622 cars. This 
topped the same week of 
year by almost 50 per cent. 

More used cars were delivered 
during that week than at any 
time in the history of the com- 
pany, with a total of 2,507 deliv- 


last 


all-time record | 


| eries reported. At the same time, | 


used car stocks with DeSoto deal- | 


|ers are the lowest in history. 


More DeSoto and Plymouth 
cars were shipped during this 
period than ever before to De- 
Soto dealers. Shipments totaled 
2,972 units. 
factory were 93.6 percent greater 
than the same week of a year 
ago. 


Michigan Sales 
Continue Strong 


Lansing, Mich. June 23. 
Based on a study of records of 
the department of state, June 
sales of automobiles in Michigan 
will exceed those of the same 
month in 1932. During the first 
week of June 3,729 new motor- 


cars were registered, as compared | 
| with 2,891 for the same 


period 
last year. 

Improved business 
are reflected in an increase in the 
number of motor vehicle operat- 
also. In the last 
two months the department of 
state has been issuing an average 
of 1,500 licenses daily, the figure 
jumping upward from 900. 


conditions | 


Chrysler dealers are furnished by 
telegraphic reports of three large 


distributors, selected at random | 


from the files. The A. C. Burton 
Company, of Houston, Texas, had 
the biggest May in the history of 
that company. L. T. Patterson, 
Cincinnati, Ohio, distributor, had 
the biggest month since 1928. 
Harry Sommers, of Atlanta, Ga., 
reported the largest sales since 
he has been in business. All three 
of these distributors were with 
Chrysler during the “boom” days 
of 1928 and 1929. 


Mullins Raises Wages; 
Limits Working Hours 


Youngstown, June 22.—Mullins 
Manufacturing Corp. has increas- 
ed wages and salaries of all em- 
ployes and day laborers 10 per 
cent and spread work to recall 
250 employes. 


Production Hampered 
By Supplies Scarcity 
New York, June 23.—Recovery 
in the automobile business has 


come along so rapidly that the in- 
ability of parts and material 


sources to meet increased releases | 
from car factories is a large fac- | 


tor in determining production in- 


| creases. 


Continental 


Changes Capital 


Detroit, June 23.—Stockholders 
of Continental Motors have been 
notified there will be a special 
meeting held July 6 for the pur- 
pose of voting on a change in 
capital stock. The call that went 
out was accompanied by a state- 


| sale distribution. 


The conference went on record 
in favor of “a spirit of co-opera- 
tion among all wholesale channels 
within the automotive industry.” 

One of the highlights was the 
development of a code of fair 
competition applicable to whole- 
The code was 


| worked out by the M. E. W. A. 


| recovery act committee, headed 


by S. B. Dean, in conjunction with 


| delegates at the meeting. 


ment from W. R. Angell, presi- | 


dent of the corporation, concern- 
ing the recent suspension of trad- 
ing in the shares of the company 


by the New York and Detroit | president of the United States as 


stock exchanges. 


Stockholders will vote on 


changing capital stock to $1 par} 


from no par value, reducing capi- 
tal as of June 7, 1933, to $2,361,- 
927 from $23,898,907, transferring 
the difference of $21,536,980 to 
surplus. 

Stockholders will also vote upon 
amending the charter to increase 
the authorized capital to 5,000,000 
shares of common stock from 
3,000,000 shares and to write 
down stated value of good will to 


one dollar from $5,908,317 as of | 


June 7, 1933. 


C. W. Bedford 


Akron, June 22.—C. W. Bed- 
ford, engaged in special experi- 
mental and development work in 
the tire division of the B. F. 
Goodrich Company died at his 
home in Akron, Ohio, June 19. 


New Nesk Dealers Appoint 


Unfilled orders at the | 


Official Salvage Yard 


New York, June 23.—Acting un- 
der authority of the National 
Automobile Chamber of Com- 


|merce, the Automobile Merchants 


Assn. of New York, Inc., has ap- 
pointed Harry Segal as the of- 
ficial N. A. C. C. operator of car 


| demolition and salvage plants for 


| Manhattan, 








Bronx and West- 
chester. Segal operates 
yards, one in Manhattan at 638 
West 132nd Street, and two in the 
Bronx, at 400 East 174th Street, 
and at Randall and_ “Tiffany 
Streets. 

Notice of the appointment was 
sent to all members of the New 
York Merchants Association this 
week by Harry G. Bragg, general 
manager. Previous to taking ac- 
tion, Mr. Bragg visited all of 
Segal’s plants. He describes them 
as well able to meet the require- 
ments of dealers and much su- 
perior to other yards visited by 


three | 





him in a check-up covering the | 


past several months. 

The yards will operate under 
the provisions of the Highway 
Safety Plan of the N. A. C. C. 
but dealers whose factories are 
not co-operating under the plan 


are entitled to use their facilities. | 


As Mr. Bragg points out, the 
operation of the plan does not 
require any dealer to sell his junk 
cars to the authorized yard but 
its advantages make it desirable 
to do so. 

For one thing, he said, dealers 
are assured that junk cars will 
not be repaired and placed back 
on the street again to be once 
more traded in on new or used 
cars. Certificates of destruction 
will be mailed by the yards to the 
factory or zone offices of those 
companies which are operating 
under the Highway Safety Plan. 








E. T. Satchell, president of the 
association, who was chairman of 
the sessions, stated that details 
of the code are not being made 
public in deference to elements 
in the automotive industry not 
embraced within the membership 
of the M. E. W. A. or its regional 
groups. 

For the time being, he added, 
no publicity will be given either 
to the plan of procedure through 
which a code of fair competition 
is expected to be presented to the 


reflecting the views of all organ- 
izd bodies whose membership is 
engaged in wholesale distribution. 


G. M. May Export 
Shows Increase 


New York, June 23.— Export 
shipments of cars and trucks 
from General Motors plants in the 
United States and Canada during 
the month of May were 308 per- 
cent greater than in the corre- 
sponding month last year. 

During January and February, 
1933, a considerable shortcoming 
under 1932 was in evidence, but 
since March the progress made 
has been so great that shipments 
for the first five months of the 
year have attained a cumulative 
figure 37 percent in excess of 
1932. Wholesale and retail sales 
in the foreign markets of these 
American-made products. are 
showing corresponding strength 
to justify the shipments made. 


Selling Cars at Fair 

Chicago, June 23.—Sales of 115 
Plymouth, Dodge, De Soto and 
Chrysler cars at the Chrysler 
building on the World’s Fair 
grounds here are reported. The 
period covers less than 20 days of 
the run of the fair; in other 
words, up and including June 15. 
Most of the orders, it is stated, 
were placed by Chicagoans, but 
motorists from other cities and 
even foreign countries figured in 
the sales. 


C. G. Ashworth 


Toronto, June 23.—Clarke Gam- 
ble Ashworth, vice-president of 
Campbell-Ewald, Ltd., one of the 
best known advertising executives 
in Canada and chief account ex- 
ecutive on the General Motors 
advertising account in Canada, 
died on Thursday after an illness 
of three days. Mr. Ashworth was 


| 32 years of age. 





















Gasoline Tax, Once Ideal Levy 


Transmuted Into Gruesome Joke 


Stands Today as Specialized 50 Percent Sales Tax As 
Result of Chain of Indefensible Abuses 


On Part of 


By WILLIAM ULLMAN That the tax was perfect and : oa 
| that its perfection was fatal is George E. almost since the beginning of the 
| indisputable. Clarke, general industry. He has spent 23 years 


_ Washington, June 23.—The average retail price of gaso- 
line in the United States today, exclusive of tax, is ap- 


proximately 10.5 cents per gallon. 
The average weighted gasolineD 


tax for the country as a whole is 
5.1 cents per gallon. 

Put the two figures together 
and the most primitive form of 
mathematics will reveal that the 
sales tax on this universally used 
commodity is 50 percent of the 
retail price. 

This 50 percent levy was enact- 
ed by legislators, State and Fed- 
eral, who become terror stricken 
at the mere thought of a general 
sales tax of two percent. This 
paralyzing fear is induced by the 
legislator’s conviction that a gen- 
eral sales tax of two percent, or 
even less, is political dynamite. 
However, a special sales tax of 
50 percent on motor fuel, paid by 
precisely the same individuals, is 
regarded by the legislator as po- 
litically innocuous, even though it 
may be grossly discriminatory | 
and economically unwise. 

This terse statement of fact | 
achieves a portrait of the legisla- 
tive mind better than any which 
could be painted by the most un- | 
restrained satirist. The picture, 
however, is not complete without 
the addition of a few other facts. 

More than a year ago, the most 
advanced of legislative minds, | 
those belonging to the national 
Congress, became gasoline tax| 
conscious. The Congress imposed | 
a one-cent-a-gallon levy on motor 
fuel to run for one year only. To- 
ward the end of that prescribed 
year this Spring, the two most 
august committees of the two 
branches of the Federal legisla- 
ture, the Senate Finance Com- 
mittee and the House Ways and/| 
Means Committee, looked into the 
justice and equity of this form of 
taxation. A third committee, a} 
special body composed of House | 
members, did likewise. 

The findings of all three were 
substantially the same. All re- 
ported that Federal gasoline tax- 
ation represented double taxation, 
even quadruple in some instances. | 
All agreed that this was a tax 
field that should belong to the 
States by virtue of their prior 
right in it and the particular 
services which they performed 
for motorists. Every shred of 
evidence indicated the gross in- 
justice of invasion of this field of 
taxation by the Federal Govern- 
ment. Moreover, there were pro- 
found indications that the tax had 
passed that peak where the re- 
turns from it were conspicuously 
diminishing. 

What did the Congress do on! 
the basis of this complete investi- 
gation of the subject? 

It increased the gasoline tax 
assessed by the Federal Govern- 
ment one-half cent a_ gallon; 
voted to take $70,000,000 more per | 
year for 15 years from the na- 
tion’s motorists, making the na- 
tional treasury’s haul on motor 
fuel sales approximately $200,- | 
000,000 annually. 

In that action, following so 
many others of the same inde- 
fensible character, the tax which 
began life in 1919 as one of the 
fairest and most popular in the} 
history of revenue raising became | 
one of the most outrageously un- 













Beecroft Says 

“It was a great thrill to get your 
first issue of Automotive Daily News, 
and it is a real pleasure to write this 
note of sincerest congratulations on 
your new work, which I know will 
meet with the greatest success. Here’s 
my wish that the good work will go 
on year after year, increasing in 
quality.’” — David Beecroft, Bendix 
Aviation Corp., New York City. 
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of the new corporation are Walter 
J. Judd, president, and G. Roy 
Williams, secretary and treasurer. 

Wholesale distribution through- 
out Michigan and all service work 
will be handled as formerly by the 
branch organization. 

The formation of this new retail 
sales group brings under the 
Hupp banner two of the best 
known veterans in the automobile 
sales field in this vicinity. Walter 
Judd has been a leading spirit 
among Detroit automobile dealers 
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Judd-Williams 
Take Hupp Retail 


Sales in Detroit 





Detroit, June 23.—The organiza- 
tion and appointment of Hupmo- 
bile Retail Sales, Inc., to handle 
sales in the De- 
troit zone, has 
just been an- 
nounced by 


000,000 from motorists in taxes on 
motor fuel. Two figures more 
emphatically reflecting the fatal 
perfection of motor fuel taxes are 
impossible to find. 





Legislators 
























in the automobile business and 
during his career has been known 
for his efficient merchandising 
methods, particularly during the 
ten years he handled a single 
make of car, which he sold to a 
large clientele. 

Roy Williams also is a familiar 
figure on Detroit’s automobile row. 
He has been in the automobile 
business since 1911, and since 1916 
in Detroit. He has been a sales- 
man, dealer, wholesale manager 
and branch manager of success- 
ful automobile sales organizations 
during his career in this territory. 


manager of the 
Hupmobile 
Michigan Sales 
Corporation, the 
factory branch 
organization 
controlling this 
area. 

The new or- 
ganization takes over the retail 
sales operations formerly handled 
directly by the branch. The new 
arrangement takes effect July 1, 
and the headquarters will be lo- 
cated, as formerly, at Cass and 

| Antoinette Avenues. The officers 


Consider its perfection. As it 
started life, it was an easy levy to 
pay for the two reasons that the 
amount was small and the pro- 
ceeds were used to create sorely 
needed facilities for motor vehicle 
use. It was easy to collect, as 
well. It was a simple, sure method 
of raising revenue and one of the 
few in history which enjoyed 
genuine popularity. 

It was natural that every State 
should eventually adopt this form 
of taxation. It was too perfect 
for any other fate. 


fair and unpopular ever saddled 
upon the public. 

The first gasoline tax was 
enacted in 1919 by the State of 
Oregon and by the end of the 
year two other States had fol- 
lowed its example. Total revenue 
from the one-cent levy in this 
trio of States for that year was 
$1,022,514. This year, the Govern- 
ment will take more than $600,- 





Judd 


W. J. 











First in Automotive Advertising 







IN the first six months of 1933, FORTUNE has carried nearly 


twice as many pages of automotive advertising as any other 







monthly magazine. 







Here is one FORTUNE advertiser's explanation: 
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The Pendulum Swings Back 


oe Pendulum has a definite path. The scientist can 
calculate the precise limit of its path at which point a 
definite law starts it on its backward swing. 

Six months ago car manufacturers, particularly those | 
in the lower priced fields, presented to the public the| 
greatest array of automobiles the industry has ever known, | 
the greatest dollar for dollar value of any commodity in| 
America. To the amazement of other lines of industry, | 
the advertising campaigns accompanying the announce- | 
ments seemed to them to be out of reason, but little did | 
they know of the plans to lure the American dollar out of | 
hoarding. The intrigue of phrases of ‘Greater Economy, | 
More New and Novel Features, Easier Riding, Easier 
Operation, Style and Lower Initial Cost” did the trick. 
Registration records, increasing month after month, prove 
the soundness of the program. 

But— something else was happening. Sales statisticians | 
began noting that bigger cars purchased in the hey-| 


days of 1928-29 were showing up on the used car lots and | 
floors of the dealers of the lower priced cars. It was a/| 
situation worth checking. Investigators reported that, 
small car dealers were being besieged for trades by owners | 
of the bigger cars, owners who were face-to-face with high- | 
priced license plates, high taxes, insurance rates at the| 
same high level, high cost of repairs and refinishing and | 
scores of other items; ignored in the past, before the old_| 
bus could be put in shape. They sensed the necessity of | 
economy in their motor transportation and then, too, style | 
played an important program for the entire family.) 
Thousands of former big car owners were seen on the roads 
in the smaller cars enjoying for the first time the satisfac- 
tion of even as high as twice the number of miles per. 
gallon than before as well as many other advantages. 

It is generally conceded that we are on the upturn out) 
of the slough of the past three years. We see it on every | 
hand and with it comes another anomaly. Sales statis- | 
ticians now note great numbers of these new and smaller 
cars appearing on the lots of the dealers of the larger cars. 
Yes, the pendulum is swinging back. Many of those who 
traded for the new small one, even though their incomes 
have not increased to any extent, have a decidedly different 
change in their mental attitude or their outlook on condi- 
tions. They are sensing better days ahead and social 
standings must be maintained. They feel they jumped too 
far in their economy program. Not that they do not like 
the small car, but like all Americans, they are stimulated 
by the rising sun of prosperity. They are trading in the 
new little car for the type and style of car they used to 
drive. They want the longer wheelbase and all that goes 
with it. Proof? Registration records of the larger cars. 
Buick on a six-day schedule. 

Yes, the pendulum is swinging back. Dealers of larger 
cars report increased sales. Maybe it’s because they are 
inspired with the ease with which they can sell the newly | 
traded in small car. But—pride of ownership is some- 


thing not solved as easily as the problem of the pendulum. 
* * * 





Editor and Publisher in a summary of advertising line- | 
age carried during the month of May in newspapers 
throughout the United States show that automotive line- 
age exceeded the lineage of the same month last year by 
about 4 percent. If anyone questioned the wisdom of the 
advertising chief who boosted his schedules for the month, 
let him glance over the new car sales returns which show 
a gain of about 20 per cent over last May. 





| But be careful, 
only go about tin blocks. 


| So and So on the next beat’ll give | 


| the mechanical man at the Cen- 
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| 
| 


| THIS BUSINESS will never run | 


| short of good salesmanship ma- 
terial as long as there are owners 
| who want a better trade-in allow- 
ance, 





. * 


LEM SPRIGGINS says he’s now 
workin’ for the government; and 
so fur he’s made durn near enough 
this year to pay his excise tax, 
automobile license tax, gasoline 
tax, road tax, income tax and per- 
sonal property tax; but likely as 
not b’fore the middle of August 
he’ll be 
again. 


* * * 


OFFICER GREEN of the De- 


troit Traffic Police (No. 791 if 
you please) is responsible for the 
best yarn of the week. 


Sezze, “A certain Episcopalian | 


Rector, costumed in the habila- 
ments of his calling, complete to 


the Roman collar, was recently | 


driving out Woodward Avenue at 
a slightly faster pace than the law 
condones. 


assailed his ears. 

“‘Hey there, and where d’ ye 
think ye’re goin’? Pull-lohver 
there to the cur’rb’.” 

The Rector obediently did so. 
An indignant face appeared at the 
left window, and the voice con- 
tinued. 

“*Who d’ ye think ye are, hey?’ | 
Then a pause—and in a remark- 
ably chastened tone, ‘Oh,—oh—ex- 
cuse me, Father, excuse me. Oi 
see y’re in somewhat of a hurry. 
P’raps oi can help ye along a bit. 
Jist follow along behind me, now. 
be careful. Oi 
That’s 
the ind of me beat. And watch 
out beyont that, er that Protestant 


ye a ticket as sure as hell’.” 
+ ok * | 
AN OPTIMIST is a judge who} 
finds the imbiber of 3.2 beer guilty | 
of drunk driving. 
* * 
A FAVORITE MANNERISM of 
Walter P. Chrysler is to slap the 
desk before him with an open 
hand that still bears the callouses 
of twelve-hour days in a machine 
shop. And brother, you should see 
a desk bounce when W. P. is real- 
ly in earnest. 
* * 
AN OLD GENTLEMAN who 
had looked long and intently at 


* | 


. 


tury of Progress was heard to | 
murmur: “There, b’gosh, is the 
ideal Congressman.” 
7 * 
THERE’S NOTHING funnier to 
yours truly than the ludicrous 
spectacle of a mortified mortal 
standing helplessly on a _ street 
corner with a broken garter | 
dangling about his shoe top. 
Such a spectacle recently 
brought a healthy cackle from | 
passers-by when a newsboy|! 
shrilled: “Hey, mister—yer fan 
belt’s busted!” 
* 
THERE ARE TWO PARTS of 
a salesman’s apparel which give 
a quick and accurate measure of 
his working habits—the soles of 
his shoes and the seat of his 
pants. 


* 


* * 


* . * 





It’s easy enough to be pleasant, 
When one can just rest and 
relax. 


| But the man worth while 


Is the one who can smile, 


| When he sums up his motoring 


tax. 


+ * 


THERE ARE doubtless scores 
of ways in which a thought can 
be conveyed, To implant a quick 
impression on the mind, But 
there’s nothing more persuasive, 
when it’s action that’s desired, 
Than a little touch of foot-power 
from behind. \ 
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in business for himself | 


Unexpectedly, as is al- | 
ways the case, a siren sounded at | 
his left, and a harsh Irish brogue | 


SR epee, 


re’ 























What a convenience, the automobile 


Courtesy of Louisville Courier Journal 


In This Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Read- 


ers are invited to use this space for voicing their opinions or 


ideas. 


Anonymous contributions will not be accepted but con- 


fidence will be observed upon request. 


Stability 

In Sparks of June 14 you refer 
to “Stability of Automobile Pro- 
duction” through the years 1923- 
1926. 

The so-called stability of pro- 
duction over this period is the 
real reason for the trouble that 
followed—stability of production 
meant forced deliveries to the 
dealers and forced sales to con- 
sumers with the attendant evils 
of unsold non-current models in 
the hands of both manufacturers 
and dealers and a steadily grow- 
ing inventory of used cars at in- 
flated prices. Stability of produc- 
tion, so-called, has caused the 
failure of fifty percent of the 


dealers throughout the country | 
and turned our leading industry | 


into a chaos of over-production 
and ruinous competition. 
Stability of production should 
mean the ability to supply accord- 
ing to consumer demand and does 
not mean that production in 
November and December should 
be on an even keel with April 
and May. 
Mason Towle, 
Huntington, Ind. 





Bet Overlooked 

Last evening a man told me of 
an experience which a friend of 
his recently had in trying to pur- 
chase a car. 

The prospective purchaser had 
a car he wanted to turn in on a 
new one. He had called on sev- 
eral dealers each of whom had 
shown him their car, given him a 
card and suggested that when he 
was in the market they would 
like to have him call again. 

In neither case did they inquire 
about his present car, nor ask his 
name. In speaking with my friend 
he commented on the experience 
and remarked that he would like 
to meet an automobile salesman 
who was interested in selling him 
acar. My friend introduced him 


to a salesman in one of the lead- 
ing branches and this salesman 
ran true to form, not making a 
record of his name or address, 
nor learning anything about the 
ear he was then driving. 











This man left more provoked 
than ever and a little later re- 
turned to this same salesroom and 
actually bought a car from an- 
other man while the salesman 
who had previously talked to him 
looked on and probably wondered 
why he was not making the sale. 

Perhaps this little story is an 
old one to you but I am telling 
you of it because you might have 
an opportunity to remind your 
readers that it is still good busi- 
ness to “Ask ’em to Buy.” 

William E. Brewster, 

Central Advertising Manager, 

The Christian Science Monitor. 


‘a word in 
edgewise” 


By the Publisher 





WILL SOMEONE PLEASE 
page Mr. Ripley and advise him 


| that—believe it or not!—the June 


tenth issue of A. D. N. published 
in Detroit was the first automotive 
trade-paper ever to enter the mails 
from here, although for thirty-five 


| years Detroit has been the ac- 
| cepted center of the industry. 


* oe 

A FRIEND to whom I made 
this statement challenged it with 
the remark that Lou Vogel, the 


* 


| beloved representative of “Motor” 


for many years in Detroit, once 
started an automobile trade paper 
here. However, I reminded him 
of the facts which were: That Lou 
and a partner (whose name some- 
one will have to remember) were 
swept into the publishing venture 
of a trade paper which was to be 
devoted exclusively to the cycle- 
car, but it lasted only as long as 
the meteoric industry it was in- 
tended to serve. 

Lou went back to his first love 
which he served faithfully for sev- 
eral years even after he was “tor- 
pedoed,” as he used to say, by a 
paralytic stroke in front of the 
D. A. C. How many of you re- 
member his chocolate-brown un- 
derslung American car, a familiar 

(Continued on Page 13) 
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OLDSMOBILE 





eS RN PREIS 


PASSES 1932 ! 


During the past six months, with automobile sales 
generally “off,” Oldsmobile has set a phenomenal 
record . . . Oldsmobile sales for 1933 are actually 
ahead of Oldsmobile sales for the same period 
of 1932! .. . Too, Oldsmobile production for the 
first five months of 1933 surpassed that for the 
entire year of 1932! . . . These are not only unusual 
records to have established for the first six months 
of the current year, but they tell more plainly 
than words could possibly do, of the enthusiastic 
reception which has greeted this car everywhere 


in America. ... Wherever you go, you hear 


In Production... In Sales... In Popularity 


Oldsmobile referred to as “The Style Leader.” 


Wherever you go, you hear almost incredible 
stories of Oldsmobile performance. ... And wher- 
ever you go, you hear the most enthusiastic 
comments about the car’s endurance. In short, 
Oldsmobile has become the exceptional car of 
1933, and its hold on public regard is increasing 
every day. ... Inthe popular lower-medium-price 
group*, Oldsmobile stands far ahead of all other 
cars in public preference. Naturally, a car that is 
capable of establishing such a record during such 


a period is an ideal car for a dealer to represent. 


%& If you would like the exact story of public preference in the lower-medium-price group, write for the booklet, 
“The Style Leader is Leading Its Field in Sales.”” Address Oldsmobile, 15-139 General Motors Building, Detroit. 


OLDSMOBILE 
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Dodge Retail Sales| Gerrard Heads Rusco 


4,695 Last Week | 





Detroit, June 23.—During the 
week ending June 17, Dodge deal- 
ers made retail delivery of 4,695 


units, as against 4,411 units de- | 


livered during the _ preceding 
week. Of the total of 4,695 units 
retailed in the week ending June 
17, 2,150 units were Dodge Sixes 
and Eights, 2,086 were Plymouth 
Standard and DeLuxe Sixes, and 
459 were Dodge commercial cars 
and trucks. 
over-all sales, that is sales of 
Dodge and Plymouth passenger 
ears and Dodge trucks, amounts 
to 284 units, or 6.4%, according to 
A. van DerZee. 

Other details cited by Mr. van- 
DerZee as illustrating the steady 
rise in the business of Dodge 
dealers are: 

Retail deliveries as well as ship- 
ments of Dodge Passenger cars 
from January 1 to June 17, 1933, 
are greater for the 5%-months 
period of this year than they 
were in the entire year 1932. 

Dodge dealers’ deliveries in the 
four weeks ending June 17 of 
Dodge and Plymouth passenger 
cars and Dodge trucks top de- 
liveries made during the corres- 
ponding period of 1932 by 112.5%. 

During the 5% months, Janu- 
ary 1 to June 17 of the present 
year, deliveries of Dodge and 
Plymouth passenger cars and 
Dodge trucks were 150.7% of de- 
liveries made in the like period 
a year ago. 


Industry Names 
Code Committee 


(Continued from Page 1) 
man of the corporation’s finance 
committee, is chairman of the 
new committee announced by Mr. 
Macauley. Associated with him 
are Robert C. Graham, vice-presi- 
dent of Graham; B. E. Hutchin- 
son, 


The week’s gain in| 


assistant man- 

ager of the Re- 
|placement De- >, 
partment, has a7 


= | 

Replacement Sales 

Middletown, Conn., June 23.— 
F. A. Gerrard, for five years 
Pacific Coast manager for the 
Russell Manu- 
facturing Com- 
pany, of this 
city, makers of 
Rusco brake lin- 
ings and other 
automotive 
products, and 
more recently 





been appointed F, A. Gerrard 
manager of that 
department, effective June 12, ac- 
cording to an announcement by 
the company today. 

Mr. Gerrard started with the 


Russell Manufacturing Company 


in the New York division. 
same year he was appointed as- 
sistant manager of the New York 
division and in 1925 was promoted 
to New York manager. In 1926 
he was transferred to San Fran- 
cisco as manager of the Pacific 
Coast division, which position he 
held until his appointment, in 
1930, as assistant manager of the 
Replacements Department at the 
Middletown plant. 


Ford Has Loss 
Of $74.861.645 


(Continued from Page 1) 
“The final gures, however, 
show the same strong financial 
position as disclosed in the pre- 
liminary report, with cash and 


| accounts receivable totaling $303,- 


treasurer of the Chrysler | 


Corporation; A. E. McKinstry, | 
first vice-president of Interna- 
tional Harvester; and H. L. 


Moekle, auditor of the Ford Motor 
Company. Ford is represented on 
the committee although the com- 
pany is not a member of the N. A. 
Cc. C. Mr. Ford participating in 
the conferences enables the indus- 
try to have a united front in 
tackling this most important 
subject. 

Rome wasn’t built in a day, so 
it was not at all surprising that 
the only statement that came out 
of the meeting said little. Chair- 
man Brown confined himself to 
these remarks: 

“Leaders of the industry al- 
ready have expressed themselves 
as in full sympathy with the pur- 
pose of the administration in get- 
ting men back to work. Just 
what steps should be taken is a 
matter which must be studied 
fully and as quickly as possible 
for further consideration of the 


board of directors of the Na- 
tional Automobile Chamber of 
Commerce.” 


Interesting in connection with 
the industry’s desire to co-operate 
in the employment problem is the 
statement issued by city officials 
that here in Detroit factory em- 
ployment has climbed from a low 
ebb of 97,000 in January to 183,000 
in the current week. 


Canadian Business 
Increasing for G.M. 


Toronto, June 23. 
tors of Canada, Ltd., has further 
increased its June and July pro- 
duction schedule by 400 car units, 
according to an announcement 
from Oshawa by C. E. McTavish, 
general sales manager. This 
makes the second increase in 
production announced within the 
past few weeks. 

A few weeks ago R. 
Laughlin, president of the General 
Motors organization in Canada, 
announced that during June and 
July production would be aug- 
mented by 1,600 cars. 


General Mo- 


S. Me- | 
| of 


According sociation, 


650,430, only a nominal change 
from the earlier report. Since 
receivables are only a small part 
of the total and represent, for 
the most part, drafts on dealers 





Sloan Accepts 


Advisory Post 


Washington, June 23.— Alfred | 





P. Sloan, president of the General 
Motors Corporation, has accepted 


the call of the Federal Govern- | 


ment to serve on the Advisory 
and Long Range Economic Plan- 
ning Committee which will play 
so large a part in the administra- 
tion of the National Industrial 
Recovery Act. He is the single 
representative of the automobile 


| industry on this important body 
| of 40 industrial and business lead- 
| ers recruited from all parts of the 


country. 

Industries allied with the auto- | 
motive field will give the services | 
ot several of their leaders to this 
new undertaking of the Federal 
Government. Among those who 


< ‘ny | have accepted places on the com- 
in 1924 as special representative | 


The | 


mittee are Pierre duPont, chair- 
man of E. I. duPont de Nemours 
Co., and Walter C. Teagle, presi- | 
dent of the Standard Oil Com- 


| pany of New Jersey. 


New York Sales 
In Five Months 
Top 1932 Mark 


(Continued from Page 1) 
Arnold Company, the May regis- | 
tration figures have given ad-| 
ditional stimulus to selling cam- | 


| paigns. For the metropolitan dis- | 


for cars shipped, the aggregate | 
| figure may be considered as the 


company’s cash position. 
“The indicated loss of $74,861,- 
645 for 1932 compares with an in- 


dicated loss of $53,586,000 in 1931 | 


and an indicated profit of $44,- 
460,823 or $257 a share on 172,645 
shares of capital stock 


in 1930. | 


The figures do not take into ac- | 


count any dividends that may 
have been paid to the three own- 
ers of the business, Henry Ford, 
Mrs. Henry Ford and Edsel Ford. 

“Tt is significant that after two 
years of losses aggregating $128,- 
447,645 indicated by shrinkage of 
surplus, the cash position was 
maintained above the $300,000,000 
level and $28,000,000 in excess of 
the balance on hand Dec. 31, 1928, 
which marked the close of a two- 


year period when indicated losses | 
totaled $115,008,225, the only other | 


years in which Ford operations 
have resulted in red ink. 

“Had Ford operated during the 
depression years with an eye on 
the ledger, no doubt he could 


have minimized considerably the | 


losses for the last two years. 
Through the dull months, Ford 
maintained employment for liter- 
ally thousands of workers who 
were not actually needed in 
manufacturing operations. Work 
was created to keep employees. 
“The Ford Motor Co. paid out 
$122,224,000 in wages during 1932 


| 
| 
| 


and $178,883,000 went for mater- | 


ials, a major portion of the latter 
figure finding its way into the 
payrolls of Ford suppliers.” 


Connecticut Outing 
Attracts Attention 


Bridgeport, Conn., June 23. 
Sixty automobile dealers and men 





from allied lines attended an out- | 


ing and banquet staged 
Brooklawn Country Club here 
Wednesday under auspices of the 
newly-organized Automotive Mer- 
chants’ Association of Fairfield 
County. 
Harry Bragg, general manager 
the New York Automobile 
Dealers’ Association; Carl R. 
Lane, field executive of the Con- 
necticut Automobile Dealers’ As- 
and Joseph Talmage 


to Mr. McTavish the increase will | Woodruff, engineer of the Fair- 
total at least 2,000 cars and sales | fe]}qd County Planning Association, 
were the principal speakers. 


this month may top May. 


at the| 


| 


| 
| 








trict, passenger car sales mounted | 
to 13,243 as compared with 10,901 | 
in May last year, a gain of 2,342. | 
May also scored a gain of 3,102| 
over April and was 1,653 over Che | 
combined totals of February and 
March, the low months of the | 
present year. The five months | 
total of 42,499 is 741 over the 1932 | 
period. | 

Indication of how fast May} 
business came along is found in| 
the figure of 4,351 for the final | 
week, just short of one third of | 
sales in the entire thirty-day per- 
iod. That final week’s total was| 
higher than any week in 1932, in| 
fact it was the highest week’s | 
business since the closing week 
of July in 1931 when sales were | 
4,436. Only four weeks in the 
year 1931 were higher in registra- | 
tions. 


Recovery Act Ends 
Used Car Problem 


(Continued from Page 1) 


1 





and achieve protection on price | 
change, anti-dumping, etc.” 
Representative of the N. A. D. 


A. attitude on the carrying out of | 
the new law is the pledge given in 
a telegram sent to Gen. Hugh 
Johnson, administrator of the 
Act, at Washington, from the as- | 
sociation’s headquarters at St.| 
Louis. This message was as fol- | 
lows: 

The executive committee of 
the National Automobile Deal- 
ers Association in a meeting 
just held was unanimous in ex- 
pressing the fullest cooperation 
of our association in carrying 
out the provisions of the new 
Industrial Recovery Act. We 
will at the earliest date possible 
submit a code of fair competi- 
tion as applied to the retail 
automobile dealer and hold our- 
selves in readiness to function 
under the act in harmony with 
all other branches of the auto- 
mobile industry in whatever 
manner will be to the best in- 
terests for all. 


**S parks”’ 
An Institution 


“TI have just looked over your 
initial copy of Automotive Daily 
News published in the new home | 
office. Congratulations to you and 
George Slocum. Automotive Daily 


News has served the industry well in 


the past. I think you now are in 
position to do an even better job of 
giving us the news. I am_ glad 
‘Sparks’ will continue. ‘Sparks’ is 
an institution the industry could ill 
afford to lose.’’—Paul W. Garrett, 
Director of Public Relations, General 
Motors Corporation, New York. 


| grease, 


| the 


| erating pressure 


| through 
| could not be cleared with the 


Stewart-Warner Announces 
New Hydraulic Lubricator 


Chicago, June 23.—-The Stewart- 
Warner-Alemite organization to- 
day announced the introduction 
of the Alemite hydraulic lubricat- 
ing system, with patented ball- 
point chassis fittings and a high- 
pressure coupling that will auto- 
matically grip the fitting and per- 


ball-point fittings is that they will 
work just as well as the push type 
fittings with grease guns designed 
for the latter. It is this fact that 
has permitted motor car manu- 
facturers to change over to the 
ball-point fittings immediately, 
without having to wait till their 


Taaneeny 





When the operator pushes the new hydraulic connection against 
the ball-tip, three gripping jaws are pushed in against the pressure 
of the stiff spring which then forces them to clip over ball tip. 
When pressure is applied to the lubricant, the piston is pushed 
forward, pressing the ends of the jaw members firmly around the 


ball tip. 


At the same time, the pressure forces the end of the 


piston to seat against the ball tip, forming a grease-tight seal. 


mit the use of pressures of 10,000 
pounds and over without leakage. 
The advantages of the new device 
have already been recognized by 
the motor car industry, and eight 
leading makes of automobiles are 
now being equipped with the ball- 
point fittings. 

Hydraulic couplings, which will 
permit operating pressures of 
mechanical lubricating systems to 
be stepped up to their maximum, 
are now being made available 
to service stations, which can 
change over to the hydraulic sy- 
tem by attaching inexpensive ad- 
apters to their present equipment. 
In the meantime, service stations 
can use their present equipment 
on cars having the new ball-point 
fittings, at the same pressure used 
with the ordinary push-type fit- 
ting. 

The higher the pressure, the 
tighter the seal—that, in brief, is 
the distinctive feature of the new 
coupling. It is, therefore, an im- 
provement over both the original 
Alemite pin type coupling, which 
utilized a bayonet joint connec- 
tion, and the later push type, 
which depended on contact alone 
to maintain a seal during oper- 
ation. At the same time, the new 
device combines the best features 


of the two former types, having 


the positive connection feature of 
the original pin type fitting, plus 
the quick on-and-off and the uni- 
versal alignment features of the 
push type. 

The new — style’ connection 
grasps the ball-point of the fit- 
ting, first with a light spring-clip 
when contact is made, then with 
a vice-like grasp the moment 
pressure is applied. A small pis- 
ton in the outlet tube, forced for- 
ward by the 
moves three steel 
forward into the tapering tip of 
the outer tube, forcing them to 
close firmly around the ball tip 
fitting. The higher the pressure, 
the tighter the grasp that draws 
the connection against the fitting. 

It is the leak-proof feature that 
gives the Hydraulic lubricating 


| system its greatest advantage, in 


effectiveness and in economy, 
over the earlier types. Whereas 
5,000 pounds per square inch is 
limit of effective pressures 
with the push type (because con- 
tact cannot be maintained by the 
operator at higher pressures,) the 
new fittings will permit the pres- 


| sure in mechanically operated sy- 
| tems to be boosted to their full 


8,000 pounds. The increase in op- 
is more than 
the lubricant 


clogged bearings that 


enough to force 


other types of coupling. 
A test demonstrating the new 


and the old type fittings with 
hand-operated guns, working 
against a hydraulic pressure 


gauge, showed 2,000 pounds as the 
maximum obtainable with the old 
bayonet - joint coupling, 3,500 
pounds for the push type and 11,- 
000 pounds with the hydraulic. 
An important feature of the 





pressure of the| 
jaws | 





dealers and the service stations 
could obtain hydraulic connec- 
tions to fit them. 


Present forms of lubricating 
equipment can readily be changed 
over to suit the hydraulic fittings, 
since an adaptor selling at but 
$2.50 can be applied by a quick- 
acting connection. 

It is the company’s expectation 
that fleet owners, and also indi- 
vidual owners, will change the fit- 
tings of their cars and trucks as 
the advantages of the super-pres- 
sure hydraulic system become 
known. The ball-type fittings are 
made in all positions and angles 
of the former type, and sell at the 
same price, so that a few dollars 
will cover the cost of changing 
over a car or a truck. 


Beside the advantages of the 
new system in effecting better lu- 
brication, the hydraulic system 
possesses incidental advantages in 
facilitating the work of the oper- 
ator, cutting time and trouble 
from the job. Once the tip of the 
gun has been pressed against the 
ball-point, it will remain in place. 
The operator, even with a hand- 
gun, may therefore reach a con- 
nection in a difficult location and 
operate the gun with one hand, 
instead of having to hold the gun 
against the fitting on the idling 
strokes. Where mechanical pres- 
sure is available, it may be used 
to its top limit, whereas when the 
operator had to maintain the seal 
by his own effort, his strength or 
weight limited the pressure that 
could be applied. 

The ball-tip design also serves 
as a ball and socket joint, so that 
connection may readily be effect- 
ed from any direction within 20 
degrees from the center line of 
the ball-tip. 

Quick release is still another 
operating advantage. As soon as 
the pressure on the piston is re- 
lieved the connection can be bro- 
ken readily by rocking the coup- 
ling on the fitting. 

The makers are now in produc- 
tion on hand guns for tool-kit 
equipment. Manufacturing activ- 
ity, however, is being centered on 
the ball-point fittings for the eight 
car makers now using them in 
production, and on the adaptor 
couplings for dealers and service 
station equipment. More than 
200,000 service stations now using 
the old style equipment form a 
ready market for the adaptors. 

Distribution will be through the 
50 Alemite branches in as many 
cities. 


Massachusetts Retains 
Compulsory Insurance 


Boston, June 22.—Massachu- 
setts will retain its compulsory 
automobile insurance law. The 


State Senate has put itself on rec- 
ord as approving such action by 
refusing to substitute for a com- 
mittee’s adverse report the bill 
introduced by the Massachusetts 
Chamber of Commerce providing 
for establishment of a financial 
responsibility system of insurance. 
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San dard of the World 


Of few products can it be said with truth that 
they actually set the standard for others of 
their kind. And among these few, most surely, 


is a Cadillac automobile. 


For almost twenty-five years, Cadillac cars 
have occupied this unusual position in the 
automotive industry—in fact, since 1908, when 
Cadillac was awarded the famous DeWar Trophy 


for perfect interchangeability of parts. 


Year after year, the public has grown more 
aware of Cadillac’s position, until today you 


hear it affirmed on every hand. 

“She’s a little Cadillac, isn’t she?” boasts the 
owner who has just taken possession of one of 
the smaller motor cars. 

“She has a little the ‘feel’ of a Cadillac,” says 
the new possessor of a medium-priced car. 


“This performs more like a Cadillac than any 


other car I ever drove,” explains another owner. 


And, again, you hear the good-natured apol- 


ogy, “Of course, it’s not a Cadillac!” 


A moment’s reflection will serve to recall 
that you have heard these very remarks, time 
and time again. Practically never is any other 
car used as the standard of comparison—almost 


always a Cadillac. 


CADILLAC 


STANDARD OF THE WORLD 


5 


This, of course, did not “just happen.” Repu- 
tations such as this do not “grow up,” like Topsy. 
They have their basis, always, in an actual 
superiority of fact. And back of this superiority 
is usually found an (deal, religiously adhered 


to, year after year. 


In the case of Cadillac, the will to leadership 
has become a greater spur to achievement than 
any creed or law could possibly be. It simply 
never occurs to anyone at Cadillac that Cadillac 
is privileged to do any other than excel in 


all things. 


It is out of this spirit that has come Cadillac's 
long list of basic contributions to the motor 
car industry. The self-starter, precision manu- 
facture, the closed body, the Syncro-Mesh 
transmission, the 16-cylinder engine, the 90- 
degree V-type engine—all of them came, and 
could have come only, from the Cadillac will 


to achievement. 


From the dealer’s standpoint, such a product 
and such a reputation represent an unusual 
opportunity. Not only do they mean an en- 
during clientele, one that cannot be swayed 
from its deep satisfaction with Cadillac products 
—but they assure a continuous business relation- 


ship with the finest families the nation aflords. 


A GENERAL MOTORS VALUE 





Xl 





- 





AUTOMOTIVE DAILY NEWS, SATURDAY, JUNE 24, 1933 


Do New Dealerships Offer Opportunity Now? 


Factory Cooperation i in Sales Bus- 
iness Management and Market 
Surveys and Analysis are Helps 


E. M. LUBECK 


For the past three years motor car dealers here and 
there throughout the country have been questioning the 
wisdom of remaining in the business. To many the possi- 
bilities of the future, profits and success seem to have 
been somewhat obscured by the failures of dealers in 
almost every locality. The many vacant show rooms and 
“For Rent” signs seen up and down Main Street of any 
city seem to bear mute testimony or act as warning sig- 
nals. The sob stories of those who have passed from the 


picture tell a tale of lost profits and other miseries. 
Close analysis of these stories 


of failure tell the real reasons for 
failure. They may be summed 
up into just two real reasons: 
lack of business experience and 
lack of willingness to follow the 
footsteps of those who have and 
are and always will make a suc- 
cess of the automobile business or 
any other line of endeavor. To 
this end, the A. D. N., feeling that 
the industry from a retail stand- 
point has its place in the sun, for 
without the dealership organiza- 
tion the automobile business can- 
not go ahead, has sought an an- 
swer to the question, “Is this an 
opportune time to go into the 
automobile business?” A. D. N. 
is singularly fortunate to get the 
answer from a man who knows 
the business, knows the opportu- 
nities and what is more pertinent 
knows the whys and wherefores. 

John C. Chick, General Sales 
Manager of the Cadillac Motor 
Car Company, says, “Yes, this is 
the most opportune time to go 
into the automobile business” and 
he adds with emphasis, which 
adds weight to his conviction, “I 
am so strong in my belief of the 
possibilities in the business that 
I would rather set my two sons 
up in the retail selling end of the 
automobile business today, now, 
than at any other time in the past 
twenty years.” 

John Chick ought to know. 
Years of experience with Chev- 
rolet dealers in the lower priced 
ear field has brought to Cadillac 
a wealth of intelligence in dealer 
management, dealer business suc- 
cess and organized effort for re- 
tail sales. It is not given to many 
to jump the big span in the car 
price brackets as has been the 
case with Mr. Chick. Therefore, 
his reasons as to why now is a 
good time to get into the busi- 
ness are to the point. They also 
serve as a guide to those dealers 
who are still in the dark. Here 
is his story: 

“To a man who wants to go 
into the business we can furnish 
information which if followed is | 
bound to insure success. First, | 
let us take any city which he 
might select. We draw an imag- 
inary line around that point 


Boston Business 


Up: Wages Also 


June 


Boston, 23.—_New and 
used car sales in this territory 
continue their upward trend. 


“Hudson and Essex Terraplane 
business is improving weekly,” 
says F. A. Ordway, of the Henley 
Kimball Company. “There has 


which we designate as his retail 
field. We know the average num- 
ber of cars in our price field 
which have been sold and we can 
show him just what the sales po- 
tentialities are in that field 
whether times are good or bad. 
No safer guide to the future can 
be set up. 


“Next we can show him by 
means of unchallengable data fur- 
nished by our Business Manage- 
ment Department just how much 
space he should have for a retail 
store, how much space he should 
have for a Car Maintenance De- 
partment, just what rent he 
should pay, what each of his de- 
partments should cost him. I re- 
fer to the New Car, Used Car, 
Accounting and Service Depart- 
ments. From information gath- 
ered here and there we can pro- 
ject the profit or loss in each de- 
partment. Of course we base 
everything upon the ability of 
the individual to operate the busi- 
ness on a real business experi- 
ence basis and to such a person 
we can show a better return on 
the investment that in most any 
other line of endeavor. In fact, 
in setting up a man in the busi- 
ness today all the guess work is 
removed. The information we 
can give him is so accurate that 
the ultimate years profit can be 
projected before he even opens 
his doors for business. It is al- 
most impossible to make a mis- 
take in setting up a dealership 
so that he cannot operate on a 
basis without a profit. Had these 
facts been available years ago as 
they are today we would not have 
had the number of failures in the 
industry. The number of fatali- 
ties would at least have been less- 
ened enormously. 


“There is nothing spectacular 
about the ability to project the 
possibilities of the future. The 
soundness of the program is 
based entirely upon dealership 
experience from one end of the 
country to the other. The an- 
alysis of those who have passed 
out as compared with the records 
of those who are maintaining a 
successful business operation en- 


to what the situation has been 
for many months,” says Harold 
L. Hart, of the Nash New Eng- 
land Company. 

“The return of confidence has 
created quick action, and we are 
making many sales that remind 
us of other days in that respect.” 


Lawson Heads A.S.T.M. 
Philadelphia, June 23.—T. R. 
Lawson, Head of the Civil Engi- 











been a decided upward turn to 
medium-priced cars, as evidenced 
by a recent large demand for 
Hudsons.” 

The Boston distributors of 
Studebaker and Pierce-Arrow 
cars announce an increase of 5 
per cent in wages, made possible 
by a sharp upward turn in sales 
during April and May. 

“The noted change in the way 
that motor car buyers are plac- 
ing orders is in sharp contrast 


neering Department, Rensselaer 
Polytechnic Institute, Troy, has 
been nominated for President of 
the American Society for Testing 
Materials. 





W.Va. Oil Baas Meet 

Charleston, W. Va., June 23.— 
(UTPS)—The West Virginia Oil 
Marketers’ Association will hold 
its tenth annual gathering hete 
at the Daniel Boone Hotel, June 
28. 






































just what and what not to do. 


ment. 


department. It is giving 


them most efficient. 
mobile companies 


dealers before it 
gested to a dealer. 


“Next we have the all import- | 


ables us to tell the new comer 


“He is further aided and guided 
by the Sales Promotion depart- 
I know of no other indus- 
try that has made as rapid strides 
in developing this all important 
the 
dealer practical helps. The dealer | 
is advised as to how many sales- 
men are required to sell a given 
quantity of cars and training 
them to sell in a manner to make 

The auto- 
have gotten 
away from the theoretical view- | 
point of selling cars which was | 
quite the vogue a few years ago. | 
Today nothing is proposed but | 
what has stood the tests of many 
is even sug-’ 


John C. Chick telling 


| tory stresses the 








why dealerships pay 





ant end of the business the Serv- 
ice or Car Maintenance end. 


| Every sort of help is given the 


management as well as the men. 
They are taught how to meet the 
people—how to bring the owner 
in and the most efficient methods 
for taking care of the service re- 
quirements. The automobile fac- 
importance of 
service by training the men and 


| those in contact with the owners 


in those points which will de- 
velop Owner Good Will and 
Owner Loyalty. We teach the 
men to take an overly strong in- 
terest in the owner and his re- 
quirements. The dealer who fol- 
lows these ideas is assured of the 
owners doing a lot of boosting for 
him. 

“Finally today we have a better 
understanding between the Fac- 


Industry Has Much to Gain 
and Little to Lose Under 
Industrial Recovery Act 


(Continued from Page 1) 


in other fields will have 
their income increased while the 
industry’s own operating costs 
as to labor are likely to be in- 
creased only slightly, if at all. 

The most difficult adjustment 
which may be encountered by 
the industry under the terms of 
the control measure is that hav- 
ing to do with working hours. 
Some latitude—the degree of 
which remains to be determined 

is to be allowed industries in fix- 
ing the maximum number of 
working hours per week. The 
principle embodied in the meas- 
ure, however, is definitely and em- 


phatically that of the thirty-hour | 


week. 
The immediate effect of this 
upon the industry cannot be 


stated. Circumstances may make 
it of no effect whatever. If five 
six-hour, or possibly even four 
eight-hour days, are adequate 
to the production requirements of 
a motor manufacturing concern 
under present conditions of de- 
mand for automobiles, the issue 
of maximum working hours may 
be disposed of automatically. 

This, of course, is a condition 
that will not continue indefinitely. 
The provisions of the act run for 
two years and eventually the 
industry must grapple with the 
maximum working hours problem. 

May Increase Employment 

It is estimated that a flat 
thirty-hour week in the industry 
with production of motor cars 





running at the present level 
would force the industry to in- 
crease its employment roster by 
twenty per cent. 

With average pay in the in- 
dustry running about sixty cents 
an hour at present, the thirty- 
hour week would net employes 
a weekly income of $18. Whether 
such a scale would be regarded 
as conforming to the Govern- 
ment’s demand for one which is 
“sufficient in fact to provide a 
decent standard of living in the 
locality where workers reside” 
must await a later ruling by the 
National Recovery Administra- 
tion. Certainly it compares ex- 
tremely favorably with the defi- 
nite proposals of other industries, 
one of the largest of which has 
suggested a forty-hour week 
with a minimum pay of $10 per 
week. 

Incidently, the proposal of this 
particular industry is the first 
scheduled for a hearing by the 
Recovery Administration. It will 
come up in Washington on June 
27 and the results are expected 
to be of tremendous value to 
other groups within the scope 
of the Act. 

Price Question Vital 

A vital consideration confront- 
ing all industries under the pro- 
visions of the recovery legisla- 
tion is that of price. While it is 
urging increased employment and 
better wage scales generally, the 


(Continued on Page 19) 





Chiek ck Says “Yes” and Gives Reasons Why 





tory and the Dealer. The Dealer 
recognizes now more than ever 
that the factory is interested in 
| his welfare and success. The fac- 
tory in turn recognizes that the 
| dealer and the dealers salesmen 
are the important cogs in the 
machine. It is the retail sale that 
counts and therefore the factory 
feels that the men on the firing 
line should have every considera- 
tion possible. 


“You will find that the factory 
has no desire to force any par- 
ticular method of operation from 
a business management stand- 
point upon any dealers organiza- 
tion but merely suggests those 
practices which have been suc- 
cessful and which will at all 
times enable the dealer to func- 
tion more satisfactorily for him- 
self. Our aim is not how many 
cars he can or will sell but how 
many cars can he sell at a profit, 
as well as how great a profit he 
can make by following good 
sound business methods, methods 
which will promote sales, particu- 
larly repeat sales and also con- 
stantly develop and hold owners 
good will. 


“The automobile business today 
is a relationship between the fac- 
tory and the dealer, based on the 
highest type of business princi- 
ples. There is some “give and 
take” necessary as there is in all 
business but the dealer who en- 
ters the retail field now and fol- 
lows the factory ideas gained by 
long experience will find that he 
has an even greater opportunity 
ahead of him than those who 
started in the earlier days for he 
has in front of him for a long 
time to come a selling opportu- 
nity based upon what might be 
called a delayed buying program 
on the part of the public as well 
as the replacement market such 
as the industry never dreamed 
of. He can step in now, survey 
the potentialities, use the factory 
aids, keep his expenses in line 
and by using sound judgment in 
his operations make a greater 
success by selling automobiles 
than any other’ investment. 
People are going to buy cars. 
Statistics show clearly what the 
demand will be from now on. It 
means a steadily increasing mar- 
ket. Good business methods will 
get those sales.” 

“I can only add one bit of cau- 
tion to the prospective automobile 
dealer. He must be sure that the 
facts and figures shown him are 
by a representative company 
whose integrity and reputation 
are beyond reproach or question.” 


Car Sales Gain 
At Youngstown 








Youngstown, O., June = 23. 
Twenty-three automobile dealers 
and distributor dealers here de- 
livered or booked orders for 503 
new automobiles in the greater 
Youngstown area in the first 16 
days in June. In addition, the 
local agencies have 228 cars on 
back orders. 

Total bills of sales filed in Ma- 
honing county, the first 16 days 
of June this year, was 211. For 
the first 17 days of June, 1932, 
they totaled 93 cars. 

Used car sales, dealers report, 
are trailing right behind new car 
sales. An agency with 40 good 
used cars 30 days ago, reports his 
stock is now reduced to eight. 


Treat Sales Stars 


Memphis, Tenn., June 22.—In 
appreciation of the splendid sales 
record made during April and 
May, the Bluff City Buick Com- 
pany, local Buick-Pontiac dealer- 
ship, gave a barbecue and picnic 
recently to more than 100 em- 
ployes and guests at the country 
home of Houston Doan, near 
Whitehaven. 
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MORE PEOPLE BUY BUICKS THAN ALL 
OTHER EIGHTS IN ITS PRIGE RANGE 
COMBINED! 


BECAUSE BUICK GIVES MORE AND BETTER MILES 











Nearly nine out of ten—89 per cent 
—of the 1,300,000 Buick owners say \\ 


People look at the eleven eights in Every state in the Union purchases 
Buick’s price range, and purchase more more Buicks than any other auto- 


Buicks than all of the rest combined. * mobile priced above $1,000. * they will buy Buicks again. 


es 


There are 600,000 more people driv- Five times as many people buy Buicks Every city with a population of 


ing Buicks than the next most as any other car priced above $1,000 125,000 or over buys more Buicks than 


popular car in Buick’s price range. —sixes, eights, twelves or sixteens.* any other car priced above $1,000.* 





° WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM . A GENERAL MOTORS VALUE ° 





*Based on fifures taken from Polk’s National New Car Sales Service 


Buick dealers have by far the most valu- 
able franchise in the entire $1000 to $2000 
price class . . . because, as you know, Buick 
is the dominant favorite in this field. 
People are convinced that Buick is 
the wise investment—that Buick gives 
more and better miles. The new Buicks 
are bound to give better miles. They are 
surpassingly dependable because they 
reflect thirty years of experience in fine car 
building. They have the long wheel- 
bases (119 inches to 138 inches) which 
assure real riding comfort. And the we//- 


VISIT THE GENERAL MOTORS BUILDING wats: CENTURY OF PROGRESS, CHICAGO 


distributed weight (3866 to 4901 pounds) 
which means ability to hold the road firm- 
ly at all speeds. Buick gives more miles, 
too. The records show that many Buicks 
continue to serve their owners for more 
than 200,000 miles. That’s reliability— 
and economy, too. These same qualities 
which make Buick the better car to buy 
also make it the better car to sell. 
Naturally, Buick dealers are profiting by 
the tremendous preference for Buick’s 
twenty body-types—all available on the 
convenient G.M.A.C. time-payment plan. 













Automobile Industry to Fete 






State Commissioners at 
Convention Here Next Week 


Detroit, June 23.—The automotive industry will play 
host to State motor vehicle administrators on three differ- 
ent occasions during their convention in Detroit next week. 


This news comes to light in the 
program of the convention which 
opens next Tuesday, and closes 
Thursday afternoon. All of the 
convention sessions will be held 
at the Detroit-Leland Hotel. 

The Ford Motor Car Company 
will entertain the visitors on Tues- 
day, at a luncheon, which will be 
followed by a trip through the 
Ford Rouge plant. 

G. M. Stages Luncheon 

Two informal get-together ses- 
sions are on the program for 
Wednesday. The first is a lunch- 
eon in the General Motors Build- 
ing given by the General Motors 
Corporation. Following the lunch- 
eon, the party will be taken 
through the G. M. research en- 
gineering department. Members 
also will visit the Dodge truck 
exhibit. 

Nine units of the industry will 
combine forces in honoring the 
motor vehicle officials at an in- 
formal dinner on Wednesday 
evening. The event will be held 
at the Detroit Athletic Club. Har- 
vey J. Campbell, executive vice- 
president of the Detroit Board of 
Commerce, will act as chairman, 
and Harold G. Hoffman, commis- 
sioner of motor vehicles of New 
Jersey, as toastmaster. Charles 
F. Kettering, director of General 
Motors Research Laboratories, 
will be the speaker. 

Hosts at Dinner 


The manufacturing concerns 
sponsoring this event include: 
Chrysler, Continental, Federal 


Motor Truck, Ford, General Mot- 
ors, Graham-Paige, Hudson, Hupp, 
and Packard. Also participating 
will be the Automobile Club of 
Michigan, Detroit Board of Com- 
merce, and the Detroit Conven- 
tion and Tourist Bureau. 

Orville E. Atwood, director of 
the Motor Vehicle Division of 
Michigan, is chairman of the com- 
mittee on arrangements for the 
convention, the outstanding feat- 
ure of which will be the formation 
of a national association of State 
motor vehicle officials. 


Southern Jobber 


Groups Combine 





Detroit, June 23.— Announce- 
ment is made by the National 
Standard Parts Association that 
at the annual meeting of the 
Southeastern Parts’ Jobbers As- 
sociation in Atlanta, Ga., there 
was formed the Southeastern 
Automotive Jobbers’ Conference, 
a merger of the S. P. J. A. and the 
Southeastern Jobbers’ Association. 

The conference is made up of 
individual state associations in 
Tennessee, Georgia, North and 
South Carolina, Florida, Virginia, 
Alabama, Mississippi and Louisi- 
ana. 

Temporary chairman appointed 
for the state groups are as fol- 
lows: Tennessee, R. T. Clapp, 
R. T. Clapp Company, Knoxville; 
Alabama, G. E. Woodward, South- 
ern Bearing & Parts Company, 
Birmingham; Virginia-Carolina, 
L. T. White, Motor Bearing & 
Parts Company, Raleigh; Florida, 
H. C. Holden, Holden-Wood, Inc., 
Miami; Mississippi, E. B. Conn, 
Central Electric Company, Hat- 
tiesburg; Louisiana, M. H. Ryko- 
ski, M. H. Rykoski, New Orleans; 
Georgia, J. C. Rogers, Automobile 
Piston Company, Atlanta. 


Oil Fraud Ban 

Hartford, Conn., June 22.—-Gas- 
oline, oils and similar substances 
cannot be sold in containers car- 
rying the trade name or manu- 
facturer’s name unless they are 
actually that kind of gasoline or 
oil, under a new Connecticut law 
enacted at the legislative session 
which closed recently. 








nd 


SERVICE 


By E. M. Lubeck 





THE USED CAR MARKET 
presents an unusual picture this 
year, particularly to the dealer 
who has his ears to the ground. 
Sales prices of used cars com- 
pared the take in valuations 
quoted in the red, blue, green or 
whatever other color have you 
books are decidedly at variance. 
It is noted that in January the 
allowances on cars of the 1929-30 
vintage ran around $95 to as high 
as $115. Sales during January 
showed that when these cars were 
even slightly reconditioned they 
brought prices averaging slightly 
higher. 

The more recent issues of the 
used car price guide books indi- 
cate that these same vintage cars 
have now an even lower take in 
value. The figures are made up 
from statistics of sales received 
from all sections of the country 
plus the increasing age of the car. 
The suggested take in values are 
about 25 percent lower now than 
six months ago. 

However, the demand for cars 
of this type is good. In fact it is 
so good that many dealers are 
able to sell them for considerably 
more than in January. The sales 
prices range from $125 to as high 
as $195. Dealers who are watch- 
ing their step say there is no used 
car problem when the trade-in 
car because of the demand will 
sell at 50% more than the take 
in allowance particularly if the 
take in allowance is in line with 
the guide book prices. 


7 * * 
JUST ANOTHER WORD about 
used cars. The dealer who 


actually reconditions the take in 
cars and makes them look de- 
sirable never worries about used 
car sales. He adds to his sales 
stimulus by displaying them prop- 
erly. That is, the successful used 
car merchandiser puts best foot 
forward putting the cars out in 
front where the prospective buyer 
not only gets a good eyeful but 
more than that he can walk 
all around it and form his own 
opinions of the entire car. Dis- 
playing used cars fender to fender 
so that all one sees is the front 
end will not sell either new or 
used cars. Some how or other 
the used car buyer wants to in- 
spect the car in much the same 
fashion as the old time horse 
buyers did even though our mod- 
ern used car prospect may have 
never seen a horse. One used car 


expert who has aided thousands | 


of dealers in disposing of used 
cars said not so long ago, “When 
your used car comes out of your 
reconditioning shop drive it across 
the street from your show room. 
Go back to your store and then 
look at the car across the street 
If it still looks like a used car 
there is only one thing to do with 
it, fix it up so that it looks pre- 
sentable or junk it.” That opera- 
tion holds good in today’s sales 
operations. 
* + 7 


THE APPOINTMENT of 
“Eddie” E. J. Beguhn as territor- 
ial representative for a group 
of middle Western states will be 
welcome news to a lot of deal- 
ers in that section. Beguhn is 
distinctly a dealer man. He 
knows dealers and their varied 
problems, having learned his les- 
sons in the sparsely settled sec- 










Federal Announce 
Three New Trucks 
at $695 to $1395 


(Continued from Page 1) 
base 2 ton chassis sells for $1095 
and the 2% ton for $1395, which 
is considerably lower than pre- 
ceding comparative models. 


Modern truck beauty is carried 
out in each of the new models. 
This distinctive styling includes 
long streamline hood and cowl, 
door type ventilators, wide sweep- 
ing fenders, large chrome plated 
slanting V-type radiator with 
artistic grill, wide chrome plated 
front bumper and full chrome 
plated head lights with twin disc 
chrome plated horns mounted 
— Chassis lines are 
ow. 


The new cab is specially de- 

— to match these chassis. 
oof is lower, corne 

Henry and Edsel Ford in a 1903 Model A Ford car, one of the | rounded and slanting windaiaanl 


first cars built by the company. The picture was taken on June 16,| js mounted in a ch 

the thirtieth anniversary of the company. This car and a number | frame. rome plated 
of other Ford cars produced through the thirty years, will take | Fra 

their place in the Ford museum which opened today. Qonth of — td —— 


a weights (standard short wheel- 


: “ | base) which are 3500 pounds for 
Ford Sidelight 


| the 1% ton, 3900 for the 2 ton 
and 4500 for the 2% ton. 
The celebration of the thirti- 
eth anniversary of the Ford 


These new models are equipped 
| with 6-cylinder, 7-bearing truck 

Motor Company at Dearborn 

last week affords an opportun- 


engines. All three engines are 
similar in design but differ in 

ity to write into the records, || size. Each is governed at 2600 

specifications and prices of the || R.P.M. Sizes and horsepower de- 

line since 1903. The data is as 

follows: 


veloped at governed speed are: 

1% ton, 3%” bore by 4%” stroke, 

Model A, 1903: Engine, two- || 58 horsepower; 2 ton, 3%” bore by 

cylinder horizontal opposed; ||/4%4” stroke, 67 horsepower; 2% 

horsepower, 6; bore and stroke, || ton, 3%” bore by 4%” stroke, 72 
4x4; wheelbase, 72 inches; 
Prices: runabout, $850; with 


horsepower. 
Clutch i 
sense Sek ches are single dry plate 
Model B, 1904: Engine, four- 


type, 10 inches in diameter on the 
. \ 1% tonner, and 11 inch diameter 
cylinder, vertical; horsepower, on the 2 and 2% ton models. 
24; bore and stroke, 4%X5; || Transmissions are mounted in 
wheelbase, 92 inches. Price, || unit with engine, a 4-speed type 
$2,000 for touring car. being employed on the 1% and 
Model C, 1905: Engine, two- || 2-ton jobs, and a 5-speed with 
cylinder horizontal opposed; || silent fourth on the 2% ton model. 
horsepower, 10; bore and 
stroke, 44% x4%; wheelbase, 78 


All rear axles are full floating 
inches. Prices, runabout, $900; 































tions of Minnesota, then Montana 
and latter as district or zone 
manager in Kansas City he built 
up a tremendously strong selling 
organization. Experience is 
needed today in developing dealer 
sales outlets. Beguhn will repre- 
sent the Hudson-Essex organiza- 
tion. 


















* * * 


RECENTLY RECEIVED Eng- 
lish motor magazines and journals 
show that the British manufac- 
turers of accessories co-operat- 
ing with the car makers are fol- 
lowing the American idea of add- 
ed profits by the sales of acces- 
sories, touring equipment and 
many items which can easily be 
attached to the car. The advertis- 
ing columns show a bewildering 
array of gadgets and trinkets 
to be used on the car to make 
motoring easier and more com- 
fortable. Among the items are 
some which will interest the 
American dealer from a humorous 














bevel gear type. 
Front springs are shackled at 







standpoint. One is widely adver-|/ touring car, $1,000. 
tised as follows: “Put Anti-Daz- Model N, 1906: Engine four- — — ae a ee none 
zlers out in front and Drive|| cylinder, vertical; horsepower, || SPT'8S are Hxed at the front in- 






stead of shackles at rear float- 
ing contact brackets are used. 


Maintenance is further simpli- 
fied by the adoption of roller 
bearing universal joints which 
require lubrication only at very 
infrequent intervals. 

Four-wheel hydraulic brakes are 
employed on the new models. 
Brake drums all around are cast 
iron. 

Noise and vibration have been 
reduced or eliminated wherever 
possible. In addition to the 
engine being cushioned in rubber, 
the muffler and exhaust pipe 
brackets are also insulated with 
rubber to prevent noise and 
remane orca vibration being transferred to the 
frame and cab. 

The 1% ton model is furnished 
with wheelbases of 137”, 153”, 
162”, and 174”. Standard tires are 
6.00/20 6-ply truck type balloon 
front and 32x6 8-ply single high 
pressure rear. Dual rears are fur- 
nished at additional cost. Total 
allowable weight on this model 
is 9,000 pounds, with standard 
tires and a maximum of 10,000 
pounds with 6.50/20 dual balloons. 

Wheelbase lengths supplied on 
the 2 ton model are 137”, 153”, 
162”, 174” and 187”. Standard 
tires are 6.50/20 6 ply balloons 
single front, dual rear. Total al- 
lowable weight is 12,000 pounds. 

On the 2% ton model wheel- 
bases supplied are as follows: 
137”, 153”, 162”, 174”, 187” and 
201”. Standard tire equipment 
is 7.00/20 8-ply balloons single 
front, dual rear. Total allowable 
weight is 14,000 pounds. 


Truck Agreement 

Richmond, Va., June 22 (UTPS) 
—Tennessee and Virginia officials 
have effected an agreement 
whereby Virginia trucks may 
make eight trips a month into 
| Tennessee and vice versa without 
a truck of one State being re- 
| quired to have a license of the 
| other. 


Safely.” What Anti-Dazzlers are 
will be a puzzle to the American 
dealer but they are nothing more 
or less than an anti glare or 
dimming device for the head- 
lights. Imagine one of our deal- 
ers approaching one of his owners 
with the request, “Let me per- 
suade you to adopt a set of Anti- 
Dazzlers?” Fancy. 

The star item, however, is the 
all rubber tail lights. Yes indeed. 
Rubber guaranteed unbreakable. 
Possibly traffic conditions are be- 
coming quite crowded or maybe 
its the London fog that permits 
breaking of the other fellow’s 
tail light. 


15; bore and stroke, 3% x3%; 
wheelbase, 84 inches. Pricé, 
runabout, $600. 

Model K, 1907: Engine, six- 
cylinder vertical; horsepower, 
40; bore and stroke 4%x4%; 
wheelbase, 120 inches. Price, 
$2,800 for either roadster or 
touring car. 

Model T, 1908: Engine, four- 
cylinder, vertical; horsepower, 
20; bore and stroke, 3% x4; 
wheelbase, 100 inches. Prices, 
touring car, $850. In 1922 the 
company offered the touring 
car at $298 f. o. b. and the 
roadster at $269. 





























New Federal engines are alike except for sizes 


| 
} 
i 
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SALESMEN 


HERE’S YOUR CHANCE! 


*. Everyone knows that it takes an extra- 
ordinary appeal to arouse a spark of 


buying interest these days. 


Reo has that appeal! The new REO SELF- 
SHIFTER rivals the self-starter as an advan- 
tage to capture the prospect’s interest—some- 
thing to discuss—demonstrate—and SELL! 


The CAR WITHOUT A GEAR SHIFT LEVER is 
the biggest thing that has come down the auto- 
motive pike in years! It is good because it is 
new—it excites the imagination—makes people 
want to know about it, operate it—OWN it. 


And it is good because it is PRACTICAL— 
proved by test. It is foolproof, safe, easy to 
demonstrate and operate. It captivates the 
buyer—and keeps him sold. 


Go talk to your Reo dealer. Drive a new self- 
shifting Reo. Let the dealer tell you what he and 
his salesmen think of the new SELF-SHIFTER, 


of current business and future outlook. 


Reo offers you a real chance to go somewhere. 
The Reo-Royale and Reo Flying Cloud are the 
best cars Reo ever built—and you'll find none 
that looks better in the showroom or on the 
street. Prices are low for cars of such size and 
quality. But a sale means something. It isn’t 
like “the profitless glory of volume in the low 
price field,” as one distributor put it. 


And you always have the extra opportunity to 
sell Reo Speedwagons and Trucks—a year- 
round business that gives promise of steadily 
increasing volume. No better trucks were ever 
built. Reo has a great line, from 34-ton right 
on up to big tractor-trailers, at new low prices 
that spell VALUE to buyers. 


Think it over! Let’s hear from you men who 
want a chance to make your salesmanship 
count for something! 


Reo passenger cars, 6’s and 8’s from $995 upward, standard 
models f.o.b. Lansing; New low truck prices— Reo Trucks, 
Speedwagons, Tractors and Semi-trailers, from $575 — 


$2595, chassis, f.o.b. Lansing, plus tax. Reductions up to $400 


REO MOTOR CAR COMPANY 


LANSING, MICHIGAN 
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Can Dealerships Be Made Depression- -Proof 
by Systematic Planning That Insures Profits? 


Youngstown Man Man Toured Count ry; 


Found Red Ink 
Really Wo 


By W ALTER O. 





President W. O. Strausbaugh Motor Co., Dodge Brothers Motor Cars, 


Eradicator That 


rked in His Own Case 


. STRAU SBAUGH 


Trucks, Buses and Motor Coaches. 


N answering the question, “Can An Automobile Dealer 


Make His Business Depression-Proof?” in a general 


affirmative, I take several things for granted. 


I assume 


that the depression is not worse than the last one, that the 
place is not smaller than Youngstown, and that the dealer 
himself is willing to exert himself on the basis of well 


planned, determined action. 


I assumed the Dodge franchise 
in 1925 and did very well. The 
Dodge line, as you know, always 
was a popular one and sales came 
in satisfactory volume. I made 
money. But when the depression 
hit us and continued its blight on 
all business, a good deal of my 
bookkeeping changed over to red 
ink. At the end of 1931, finding 
myself some $11,000 in the hole, 
I began to ask myself a number 
of questions. Was there some- 
thing else amiss—something be- 
sides business conditions? Was 
I, personally, below par in busi- | 
ness ability and selling sense? Or 
had the motor car industry run 
its course and was now going 
down-hill? 

Digging for Experience 

Even without a thoroughly sat- 
isfactory answer to these ques- | 
tions I realized that as long as} 
the industry continued, some of 
its dealers must be making 
money, depression or no depres- 
sion. I decided to locate a num- 
ber of such dealers, learn the 
operating plans that contributed 
to their success, and put the 
methods to work for me. 

As a preliminary step, in the 
Spring of 1932, I secured from) 
several of the oil, tire and manu- | 
facturing companies lists of deal- | 
ers who had the reputation of 
being money makers. The lists 
finally boiled down to twenty- 
nine firms. 

Next I armed myself with type- 
written forms asking thirty-five 
questions that I wanted to ask 
those dealers. This done I started 
on a 4,000-mile trip, visiting the 
dealers whose advice and experi- 
ence I sought. I simply asked 





the questions, and got the an-| 
swers, with many a good tip} 
thrown in for good measure. | 


With the answers in my posses- | 
sion I went home and put into) 
effect the things I had learned. 

Now, as I have already said, in | 
1931 I was in the red to the tune 
of $11,000. At the end of 1932, al- 
though general business con- 
ditions certainly were not better, 
I had no deficit but on the con- 
trary had turned the red-ink hole 


A Question Worth Considering) 


Why do you suppose America’s best cars listed 


below are equipped with 


ANDERSON ~ 
SPRING C 





Standard Equipment on 
PIERCE-ARROW—CADILLAC—AUBURN—LINCOLN—BUICK—STUDEBAKER— 


CHRYSLER — OLDSMOBILE — ROCKNE — 
LA SALLE— REO 





| but also for the assistance it gives 
‘| to car selling. 


| dealer who did a large volume of 


0 


into a comfortable profit. Right 
now, sure that my business can 
be managed so as to be practi- 
cally depression-proof, I am on 
the way to bigger and better 
things. I really learned more 
than I could tell here offhand; so 
I shall give only the high spots, 
in the order in which they come 
to me. 
Service Makes Profit 

At the very outset I rediscov- 
ered the truth that the automo- 
bile business has only a certain 
limited number of profit sources. 
Since this condition cannot be 
changed, the dealer must aim at 
securing the greatest possible 
profit from each of his depart- 
ments. To illustrate the point I 
remind you that the gross profit 
on new-car sales may be around 
25%—if you get all of it—while 
the gross profit on service work 
is about 55%—and it is quite gen- 
erally collected. Net profits on 
service are also higher. About 
45% of every repair order repre- 
sents parts sales, the gross profit 
on which may roughly be placed 
at 40%—and this, too, is usually 
collected. In short, with lower 
car prices and keener competition 
in car sales it becomes doubly im- 
portant that the volume of serv- 
ice with its higher profit percent- 
age be developed to the maxi- 
mum. 

Properly handled, service pro- 
vides regular contact with car| 
owners that is most valuable in| 
car sales work. Several of the} 
dealers whom I interviewed told 
me that three out of every five 
of their most profitable car sales 
really originated in the service 
department. Therefore, the serv- 
ice department is important not 
only for the service profits it pro- 
duces from its own operations, 


I found that the 


invariably 
service business gave considerable 
thought to display, merchandis- 
ing and service-sales promotion. 
The idea of service must be pre-| 
sented to the public in a way to} 
| 


-A. jax 


Covers 


MARMON — DODGE — FRANKLIN— 





give it drawing power and econ- 
omy appeal. The service must be 
good, complete, accurate — and 
scientific. Scientific service de- 
mands adequate equipment and 
apparatus. Electrical motor test 
sets, generator and electrical mo- 
tor repair equipment, brake test 
and brake tool equipment, bat- 
tery equipment, axle and frame 
equipment, hydraulic hoist, paint- 
ing, body, fender and greasing 
outfits are all necessary. 

Of course, these things cost 
money, but the dealer must not 
be dismayed by that realization. 














ANDERSON MANUFACTURING COMPANY 


Detroit Office: MR. GEO. H. HUNT, 2-244 General Motors Bldg., Detroit, Mich. 


Factory: Cambridge, Massachusetts 


Many a Greek restaurant keeper 
spends more money for fixtures 
through which he sells dime 
sandwiches and nickel-cups of 
coffee. 

But 
asked 
ceived: 

1. How do you compensate 
used-car salesmen? In the ma- 


look at the questions I 
and the answers I re- 


jority of cases they are paid 6% 
of the net cash involved. 


Some 





Used car values! 


And new models added! 


Blue Book. 


accurate 


Executives Edition 


$12 Yearly 


250 West 57th Street 
New York City 


A total of 6,367 CHANGES in the latest 
Red Book, and 72,218 CHANGES in the 


These important changes make it both 
dangerous and costly for the automobile 
dealer, or for anyone else who must have 
information and dependable 


BLUE BOOK 


In this article Mr. Wal- 
ter O. Strausbaugh, Dodge 
dealer in Youngstown, O., 
presents the composite an- 
swers of successful auto- 
mobile dealers throughout 
the United States to thirty- 
five pertinent questions 
regarding dealership oper- 
ation. A plan of action 


based on these replies has 


enabled Mr. Strausbaugh 
to convert an $11,000 deficit 
in 1931 into a profit at the 
end of 1932. This has lead 
Mr. Strausbaugh to the 
belief that a dealer 
make his dealership 
pression-proof. 





dealers paid 2%% of the net, plus 
1-3 of all received over a mini- 
mum price. Where this plan is 
used, cars are priced at minimum 
and maximum figures. The plan 
is successful. 

2. What do you do to keep used 
cars moving, to prevent them 
from getting more than sixty 
days old in stock? Condition them 
thoroughly and try to get the re- 
conditioning done in 48 hours. 
Review and adjust prices semi- 
monthly to the prevailing market 
value regardless of cost! 

3. How do you interest mechan- 
ics and office help in new and 
used-car sales? Give $5 for each 
prospect not carded at the time 
the name is turned in, when the 
sale is made. Some dealers work 
on a percentage basis, but the re- 
sults and costs are about the 
same. 

4. Do your new-car salesmen 
stand part of the over-allowance 
on trade-ins? About 75% of the 
dealers interviewed had some plan 


ANNOUNCING--NEW 76TH 
EDITIONS--GIVING LATEST 
CHANGES--READY JULY 187 


Changes, changes and MORE changes! 


values, 
July 1. 


New car specifica- 
tions! Characteristics! Factory list prices! 


on others. 


Make more 


up-to-date! 


Do Not Put It Off—Mail Your Order Today! 


AND 


National Used Car Market Report, Inc. 
1315 So. Michigan Avenue, Chicago 





to use obsolete 


For the first time almost all 1933 models 
are appraised. 
shrunk from a LOW of 3.3% 
models and makes, to a HIGH of 12.5% 


money 
based on used car values that are right 
You can always insure your 
legitimate profits by using the latest edi- 
tions of Blue Book and Red Book. 


RED BOOK 


acting as incentive to buy trade- 
ins at lowest prices. The plan was 
generally about “4% of the gross 
profit on the new-car sale after 
pricing the used car at what it 
would bring in the condition re- 
ceived. Several dealers working 
this plan had a fine sales force 
and made money throughout the 
depression. 

5. Do you furnish salesmen with 
new cars? Usually salesmen were 
furnished new cars at cost, with 
a down-payment of 10% and per- 
mission to sell them at the end of 
sixty days. Some dealers furnish 
their men with used cars, but the 
better organizations sell new cars 
to their salesmen. 

6. Do you furnish gasoline to 
your salesmen? About 75% of the 
dealers furnished gasoline in 
amounts ranging from $10 to $30 
per month. 

7. Do you furnish your sales- 
men with repairs other than those 
caused by accident or negligence? 
About 90% furnished repairs, oil 
and lubrication as well as one or 
two washes per week. 

8. How do you get or develop 
good salesmen? Through constant 
elimination of men who are lazy, 
moody or indifferent, and by mak- 
ing sure that the men are work- 
ing for you. These points seem to 
be more important than training 
in salesmanship. 

9. What do you do to make cus- 
tomers regular users of your serv- 
ice? Some dealers use the mails, 
others the newspapers; most use 
the telephone with special men or 
women to do the work. Some deal- 
ers have mechanics follow up on 
the phone three days after the 
work is done. This in spare time. 

10. What system do you use for 
recording owners’ calls at your 
service station? The best form 
shows date, mileage, order num- 
ber, the kind of work done and 
material furnished. The last item 
is important because it shows 
what service sales you are miss- 
ing. A customer may be giving 


(Continued on Page 15) 
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Government Lets Down Bars 


On Federal Highway Aid 





Washington, June 23.—Americal— - — am 


embarked this week on a new and 
tremendously significant form of 
highway safety campaign. It 
involves the expenditure of a con- 
siderable part of the $400,000,000 
road fund in the Public Works 
act for the elimination of hun- 
dreds of dangerous kinks in the 
country’s network of streets and 
highways. 

A number of previous limita- 
tions upon the expenditure of 
Federal Aid road funds have been 
removed to make possible 
this new type of highway safety 
venture. 

For one thing, the bill specifi- 
cally provides that the money 
may be used for the elimination 
of traffic hazzards. Definitely 
named in this category are grade 
crossings, and through streets 
(in municipalities) that offer a 
menace to _ traffic. Advances 
from the fund will be made to 
political sub-divisions prepared 
to embark on projects of cross- 
ing elimination or street widen- 
ing to promote safer and 
smoother flow of traffic. 


Cost Limits Lifted 

Further operating to induce 
municipalities and other’ sub- 
divisions to use the money for 
this purpose is the removal of 
the limitation of cost per mile 
of highways built from this 
special fund. The individual pro- 
ject must economically justify 
itself, but beyond that there is no 
restriction upon the amount of 
money that may be devoted to 
carrying it out. 

Heretofore, also, Federal Aid 
has been restricted to projects 
definitely a part of that seven 
per cent of a State highway 
system that constituted a part 


ers’ papers, and so on. Now De- 
troit, the hub, around which in a 
radius of about two hundred miles, 
ninety per cent of all the motor 
vehicles in the world were built, 
has A. D. N. 


+ * * 


THAT GIVES EVERYONE of 
us who edit it and print it and get 
ads for it, something to ponder 
over. There is a sacred responsi- 
bility in this fact that begins to 
dawn on us as we put this fifth 
issue under our leadership “to 
bed.” 

One needs not have traveled far 
in these United States to picture 
that thousands of dealers’ sales- 
rooms into which A. D. N. goes as 
a gossipy neighbor twice-a-week. 


has been, and rightfully so, their 
stock-in-trade. Idle gossip, sound 
news and plain slander have been 
mixed in the generous shovel-full 
unloaded wherever there were 
ears to listen. “How are things 
in Detroit?” has become as firmly 
grounded in the automobile code- 
book at “F. O. B. Detroit.” 


* * * 


SO TO WINNOW this NEWS | 
from the chaff of gossip, slander | 


and harmless conversation has be- 
come the very definite job of the 
men who edit A. D. N., but Detroit 
is only the pulsating heart of the 
industry, there is NEWS too, in 
every city and town where cars 
and trucks are sold, and that it 
is the job of our correspondents 
to get. We are optimistic enough 
to hope that someday every last 
man Jack who enjoys A. D. N. 
because he finds it of value in his 
daily business life, will feel the 
urge to appoint himself a corre- 
spondent, or a reporter if you 
choose, to make it the vehicle for 





of the Federal Aid system. This 
restriction no longer applies, and | 
the fund can be utilized in the 
construction of by-pass and 
feeder roads. 

Both types of road are re- 
garded as indispensable to the 
solution of local traffic problems | 
in all parts of the country. They | 
constitute a character of project 
that has been virtually impossible | 
during the last three years, owing 
to diminished State and local 
highway revenues. Under the 
liberal terms of the Public Works | 
act, this form of construction may | 
be undertaken with no unreason- | 
able restriction. 


Many Jobs Created 

This form of expenditure of the 
funds—in a series of isolated but | 
important projects—is counted | 
upon in Washington to contribute 
enormously to remedying unem- 
ployment. It will take work 
directly to the unemployed over 
a wide area instead of operating | 
to the benefit of particular centers | 
of population. 

However, at the same time that | 
it provides relief to those out | 
of work, it will similarly be pro- 
viding relief to motor vehicle. 


‘a word in edgewise” 
(Continued from Page 4) 
sight in the Pontchartrain days? 
Now I see how easy it is for Chris 
to get to messing in his “Sparks” 
with the yellowed pages of pleas- 
ant memories which begin to have 
the scent of pale lavendar about | 
them. 


* * * 


WHAT I STARTED out to say 
—if you are still listen’n—was that 
although every other industry 
seems naturally to have collected 
its trade press about its center, 
the automobile business has been 
served for many years by worthy 
publications which have been 
owned, edited, printed, and mailed | 
from practically every other me- | 
tropolis except Detroit! 

Wall Street has several publica- 
tions printed almost in its heart 
if it has one when the Senate com- | 
mittee gets through. Pittsburgh 
has its steel and iron journals. 
Rochester, its photographic maga- 
zines. Chicago, its ve ~ stock | 





dailies. California, its citrus-grow- 


Road 


have cashed-in for years on the 
dealer’s anxiety to get the latest 
news from the motor capital. 


men hailing from Detroit 


It G. M. S. 





his NEWS or his VIEWS which 
he knows would be valuable to 
others in our big “happy family.” 
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25% of Willys’ 
Output for Coast 


Toledo, June 23.— Commenting 
on the Court Order issued by Fed- 
eral Judge Geo. P. Hahn June 20th 
that gave the receivers of the 
Willys-Overland Company author- 
ity to build 5,000 additional Model | 
77 Willys passenger cars in the 
months of August and September, 
L. A. Miller, co-receiver with John | 
N. Willys, said: “Approximately 
10,000 of this model have been sold | 
since January 1 and there is no| 
stock on hand. We anticipate re- 
questing further Court Orders to | 
cover additional production. 

“Twenty-five per cent of our pro- 
duction has been sold to our 
agents on the Pacific Coast. These | 
cars will be assembled in the Los 
Angeles plant of Willys-Overland 
Pacific Company where the opera- 
tions were resumed early in May. 
Our new models have a particu- 


couraging to the receivers and the 
increased production, together 


with our regular production of 
trucks for the International Har- 
vester Company, will permit the 
continuance of satisfactory opera- 
tions and furnish a sound basis 
for future plans for the Company 
which are being developed as rap- 
idly as possible.” 


‘Memphis Trade is 


Holding Up Well 
Memphis, Tenn., June 23.—Auto- 
mobile and truck and commercial 
car sales are decidedly more ac- 
tive now than they were in the 
early months of 1933. May and 
June show decided increase in 
registration of new cars. in 
Shelby county. The dealers 
show some expansion with new 
metropolitan dealers established, 
among others in West Memphis, 


Ark., as well as in Memphis 
proper. 
Both medium and high price 


larly strong public appeal in Cali- 
fornia. 

“The growing demand for this 
modern automobile is most en-| 


sales. 
ness 





is described 


Pa DLOCKED! 


for Brewing BICARBONATE OF SODA 


i 1791, a French chemist named Le 
Blanc found the secret of making sodium car- 
bonate from common salt. For the first time, 
it became possible to produce alkali cheaply, 
in commercial quantities. 


Thrilled, the discoverer put his life’s savings 
into the construction of a manufacturing 
plant. 


But hands soon to be bathed in a royal fam- 
ily’s blood were raised in conservative dis- 
approval. The Committee on Public Safety 
investigated. It condemned the large scale 
production of sodium carbonate as pernicious 
to the welfare of society. It confiscated Le 
Blanc’s establishment and the first fruits of his 
efforts. 


Le Blanc, himself, broken by his misfor- 
tune, finally was granted asylum in the gov- 
ernment poorhouse. There, unable to face the 
obstinacy of the world, he took his own life. 


Yer, Le Blanc’s discovery did not die. The 
international alkali industry has survived rev- 
olutions, poorhouses and suicides. Probably 
every reader of this page has baking soda in 
his kitchen and bicarbonate in his bathroom. 


It is that very persistency of young, liberal 
aggressive thinking that guarantees that the 
world will continue to go on. 


In the age-old conflict between flint-and- 
steel and matches, wooden ships and iron, 
brooms and vacuum cleaners, tradition-for- 


tradition’s-sake eventually yields to the youth- 
ful concept that knows no tradition. 


Because Liberty magazine is published 
by such a youthful generation . . . because it 
is editorially devoted to the liberal-thinking 
viewpoint in our population... Liberty is, we 
believe, rooted deeply in the most irresistible 
current of the life of the nation. 





Hon. STEPHEN M. YOUNG 


U. S. CONGRESSMAN FROM OHIO 


CoNGRESSMAN YOUNG WRITES TO LIBERTY: 


rT; 
Som very important articles have 
been printed in your magazine, and 
your editorials are always exceedingly 
well worth reading. It is my opinion 

that there is a great field for a liberal weekly selling at 

the low price of Liberty. I know of no magazine with 

the opportunity to perform real and needed public 

service that is afforded you by the continuance and ex- 

pansion of your present editorial policy, More power 

to you. 








ELLSWORTH FARIS, Px.D. 


CHICAGO, ILLINOIS 


Professor of Sociology, University of Chicago 


Editor, American ‘Journal of Sociology 
Proressor Faris writes To LIBERTY: 
“ry 
] HERE is no question of the influence 


and importance to be exerted by an 
aggressive liberal magazine that can be widely read.” 








NORMAN B. BARR, D.D. 


CHICAGO, ILLINOIS 
Pastor, Olivet Institute Church, Chicago. Au- 
thor: A Catechism of the Church; Plain 
Talks to Young Folk; The Gospel 
For An Age of Anarchy. 





Dr. Barr writes To Liperty: 


rT: 
Wii k plans are worthy and promise success. If I am 
not mistaken, we are entering on an era when liberalism 
will be more powerful than at any other time in our 
history.” 








cars show an increase in new car 
Automotive accessory busi- 
by Memphis 
wholesalers as more active. 








\ 
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Sparks 


(Continued from Page 1) 


that his latest reports show that 
at the time of going to press the 
returns are that four out of every 
ten persons who pass through the 
gates visit the G. M. building. On 
the opening day the percentage 
was 33 but it has been climbing 
steadily ever since, until now the 
general average for the first three 
weeks is 38. 
+ 
RIGHT HERE is a chance to 
blame it on the printer for the 
“bull” in the caption under the cut 
in last Saturday’s A. D. N. show- 











* * 









mand at Chicago—Koether him- 
self, James A. Grier, resident man- 
ager, and Gardner Cobb, only we 
called Cobb Conn. As the tele- 
phone operator would say, “Ex- 
cuse it, please.” Cobb, by the way, 
is in the sales section along with 
Koether and is the man on whom 
Ben has leaned to handle all G. 
M. exhibits, including Atlantic 
City and the national shows. 
aK * * 

MISERY LOVES COMPANY, 

so it is pleasing to note that I am 


















these three companies. 


















ing the three G. M. men in com- | 


New York City, are included in New York state total. 
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lons of gas and proceeds on his 


not the only commodore identified 
with the automobile industry. I 
belong to the rocking chair fleet, 
but in the case of Herb Sharlock, 
Bendix executive, there’s no shen- 
nagin about it—he gets his title 
of commodore of the South Bend 
Yacht Club through his victory at 
| the polls. 


| Vincent Bendix has nominated 

| Hotsy Totsy for Detroit’s Gold 
Cup race and of course that means 
| South Bend will be here en masse 
to root for Vic Kliesrath to wir 
the motor boat classic. Sharlock 
will wear a commodore’s cap, pat- 
terned somewhat on the style of 
the one I wore at the last Harms- 
worth. 


| * 


EVERY ONCE in a while a 
publicity man comes across with 
a story that even a hard-boiled 
editor will pass along with in- 
| structions that it runs as is. Such 
| is the case in this one from 
| Sutton & Schipper: 


“It appears that the D. & C. 
' line, which operates lake steam- 
ers between Detroit and Cleve- 
land, has been for the past two 
summers supplying fresh gasoline 





* * 





In this table, 48 states and the District of Columbia 


| 654) 11]. 339] 








to a salesman who has worked in 


Fine Work! 


“‘Dear George: 

“On my return from a rather ex- 
tended southern trip I found the 
first two issues of Automotive Daily 
News under the new arrangement on 
my desk, 


“I just want to add my well wishes 
to all that I know you will receive 


on the new publication. It is a fine 
piece of work and I certainly want 
to compliment you and your associ- 
ates on the new Automotive Daily 
News.’’—Dodge Brothers Corp., Joe 
Burke, Director of Truck Sales. 





Detroit and Cleveland. 


upon the boat. 


“On leaving the boat at the 
terminal he is supplied with two 
gallons of gasoline free in accord- 
ance with the regulations of the 
line, which require tanks to be 
drained before the car is placed 
Two gallons of 
gasoline is enough to carry this 
salesman ninety miles in his car, 
and his business travels do not 
take him that distance at either 


end of the line. 


“He finds it convenient to travel 
by boat as it costs only $5 to 
transport his Austin by boat be- 
tween the two cities. As he leaves 
the steamer he gets his two gal- 


58} 








way. His tank is just about 
empty as he returns to the boat, 
but this does not worry him as 
when he leaves he is provided 
with another two gallons at the 
other end of the line and he is all 
set for another ninety miles. He 
has not bought a nickel’s worth 
of gasoline for two summers.” 
* * * 


INCLUDED in “my public” is 


ton, who gets many a laugh over 
the odds and ends that come to 
his desk. 

Childs sent a clipping from the 
Australian Motorist, which tells 
of an old-car parade recently held 
in Melbourne. Dealers got out all 
the ancient junk possible and it 
made a noble display. While the 
parade was en route there ap- 
proached at right angles to the 
procession an old time car loaded 
down with baggage of all types. 
A traffic officer ordered the 
driver to get into line with the 
parade but was astonished when 


the owner told him that the car} 


was not in the affair, that it still 
was in service and carrying its 


Metropolitan district figures, 


| | 
| | 
California 8| 5} | 337| | 
Colorado 58| 1| 11} 24| 9| | 14| | | 3| 3} 5| 128 ] Colorado 
| | 
| 
| 














A. W. Childs, chief of the auto-| 
motive division of the Depart-| 
ment of Commerce at Washing- | 


passengers out for a trip into the 

country. Which makes me be- 

lieve there is a big replacement 

market in Australia. 
+ * 


THE WORLD SEEMS to get 
smaller. Thirty-two years ago a 
salesman joined the forces of the 
E. R. Thomas Company of Buf- 
falo, maker of the then famous 
Thomas, a_ three-cylinder job, 
which afterward became a con- 
ventional four and as the Thomas 
Flyer was the winner of the 
around-the-world race. 

It wasn’t long before this man 
came to Detroit and was sales 
manager of the Chalmers-Detroit 
and then the Chalmers. His name 
is known as one of the industry’s 
veterans—W. C. Hood. He is back 
in Detroit now, in an office near 
the top of one of the downtown 
skyscrapers and is selling a new 
waterproofing product known as 
Waterlox. 

The product is already having 
a wide sale because of its many 
uses. The material will not crack, 
peel or chip, it is said, and some 
think it is an ideal compound for 
cylinder head gaskets, as it not 
| only is waterproof but a fire de- 
' terrent as well. 


* 








Final Revision, Complete New Commercial Car Registration Statistics, April, 1933 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ill., and 


New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. 
Readers desiring county, city, or town lists, or lists of owners in any given section, may obtain these by addressing any of 


Some of this data has been published previously, but it is given here complete for the convenience of our subscribers. 


compiled by Sherlock & Arnold, 


ee ov 5 ~ 
> ~ ‘ = @.x 
h 8 a 3 om VU e f Pee z © be ¥ s ‘ & “ 
cS 8 z Z ° © S : & 2 2 3 © § a e | 83/33 
States 5 8 3 E 2 3 ~ s iz is uw & + gE ° 4 = 5 3 £ 28 3 8 Totals States 
—- ° : = @ - ~ ~ -— = & 
2i}/2ia/6/S5/a/e}eae}] dg] &€/8*|4 = | ele|seiala| & l8°ls 
Alabama 2] 158) 5 2 32 6 3 44 3 2 2 2} 261] Alabama 
| | | 1| | _ 10) | | 4| | | | 1| 1| 32]Arizona 





Arizona | 15! | i 
Arkansas | | 120] 8| | _64| | 1] 13) | | | 206] Arkansas 


86| 966] California 












































































































| | 
| | 
| | | 
| 
Connecticut | 1| 1| 1| 107] 4; 16| 8| 103] 7| 6| 36] 8 9 6| | | | | 1] 314] Connecticut 
— Delaware | 2) | | 41] 16| 2| 1| 10| | | | | | 5| 77] Delaware 
Florida }  22I | | gi] 1| 8| 57| 1| | 19] ] | 1 | | 2| 1| 1! 194] Florida 
Georgia 7| | 209] 4| 3] _—‘72| 8| 1|__‘18| | 3 | | 4| 3} | 2| 334] Georgia 
Idaho | | | | 26] 2| 15| 1| 6| | | | 50] Idaho 
Illinois | ] 2| | 429| 88] 57] 28] 275| 53) 17| 218] 19] | aif 3} 2} 32) 17) 7/ 103] 1371] Illinois 
Indiana | 3| 1| | 171} 3| 8| 73| 21! 4| 49] 2| 6 2| | 3} 1} | 3 4| 364| Indiana 
lowa | | | | 167] 18| 15 1 79| 7| | 64] | 2| 1| 1 1! | | | | | 4| 360] Iowa aw 
Kansas | | 51] 1 2 13| 2| 7| | | | | | | 3} 1| | 80] Kansas 
Kentucky | 4| | 66| 8} 1| 62) | : | | 302 | Kentucky 
Louisiana | 3) | | 77] 5| 5 | 36] 5| | 381] | | | | 2! 1| 165] Louisiana 
Maine | 1| 1} 110) 9| | _ 66 3| 1| 10] ] 1| 1| 2| 4| 1{ 210]Maine 
Maryland | 1) 1| 8| 115) 1! 11 41| 7| | 22 | | | 1| 4| 3| 215] Maryland 
Massachusetts | 11) 4| 253] 8} 53] 2} 305] 35) 2| 45) 2| 6| 9 4| 1| 1 2| 6! 1| 7! 757] Massachusetts 
Michigan | | YT 103] 1] 24 3} 105} 9| 1] 34! 1| | 7 | | 1| | 3| 292] Michigan 
Minnesota | ] 3} 107] 14! 6 2} -73| 4| 1] 25} | | 5| | 1| 1! 16! 258]Minnesota 
Mississippi | | 56] 2 32] 1| | 29] ! ] 2| 122] Mississippi 
Missouri | | 570] 18] 38 4| 227) 34] 8} 120] 4| | 18] 1| 1| | 18] 2 1] 6| 1060] Missouri 
Montana | 1] | = 61] 8! ee) 2! | 45] 4| 7| | | 1! 1! 180] Montana 
Nebraska | | 121] 8} 7) | 64 10} | 44| | 1| | 1 | 1| | 257] Nebraska 
Nevada | | 2| | | | 2| | | | | | 4| Nevada 
New Hampshire | | 1| 48) 1| 5| | _57| 1 | 12/ | 32 lgi | | 1| | 1| 1 132]New Hampshire 
New Jersey | 3) 3) 5! 220) 7| 31{ 2} 184| 25] 7|  66| | 6| 1] 18) | 2| 1| 1] 3 1| 10) 593] New Jersey 
New Mexico | | | 85 1| | 9| 1| 7| | | 1| | | 1 551 New Mexico 
New York | 3) 29| 465! 759! 93) 138) 13] 563] 125) 14] 312) | 85] {; 42] 15] 2} 17] 28] 15 4! 30] 2302]New York 
North Carolina | 8| | 211] 1) 8} | 104! 9| | 42| 1| | | | 5| 5| 394] North Carolina 
North Dakota I | 13) | 3 |} _15] | 6| | | | 37] North Dakota 
Ohio | 1! 7| 305} 16! 29} 1] 221/ 30] 23] ~~ 63/ | | | 9 6! 2; 10) 2| 6| 14! 745] Ohio 
Oklahoma l | | 77] 7| 33) 1| 15| | | | ] | | 1/ | 134] Oklahoma 
Oregon | | 44| 2) 1| 36] 5| 2 14| 4| 1| | | 1| | | 1! 111] Oregon 
Pennsylvania | 5) 11! 9| 546! 34! 162] 3! 378} 53!) 11} 130} | ii | 22] 11! ' 132] 18] 6) 3) 10| 1440] Pennsylvania 
Rhode Island | 1) | 26! 1 4) 2 73| 6| 2 8| | 3) 3 | | | | | 1! 130] Rhode Island 
South Carolina | 5! | 117| 5) | 55} 2| | 9| | 2| | 1 | | | 1| | 197] South Carolina 
South Dakota | 18} 1| 2) 9| | 8} | | | | | | 38]South Dakota 
Tennessee | 2| | 111) | 18] 10] 34 2! 39) | 1| | | | 3] 2| 2| 224] Tennessee 
Texas +) 6|. |. | 452] 5] 18] 11] 215] 15] 4] 123, | av | wv uy: i. <4 sf 1) 10! 885|Texas © 
—_— x. iT =| =| ot ao | wa em |oeif.ovcbfmurmry,TtCYtC~CdtC<CS~*dNtéi(iséi~‘ )#;é‘i‘aié‘iY;*té‘té‘DYt:C*~é*s:ti 
Uerment | | | 24! 5) 6| 31} 1| 1 11| | ] | 2 | 1] 2] | 84] Vermont 
Virgnin~SOd SS TOSCSYsCiYC*éaNN;:CU«C*éanay;,—~Cs—“‘dT;:SCés] st] st CCUCUTTCTCUTTCUTCTCUTlCUTSCOSCOS)SCiS)s«S35300 Virginin = 
Washington | | 86) | 91] 1] 47] 9| 3! 80) | | 5| | | 1| 1| 5| 199] Washington 
West Virginia | 93) 1} 11] | 54 7 3 21 | | 1| | | | 4| 5| 200] West Virginia 
Wisconsin | | 184! 15} 16} 8} 68] 24 1] 45] | | | 4| | | | 5| 1| | 6| 372] Wisconsin 
Wyoming | 15) 5) 8| 1! 2] | | | | | | | 2! 33] Wyoming 
Dist. of Columbia] 1| 1| | 36] 2! 18) 17| | 5| | | | | | | | | 80] Dist. of Columbia 
| 129| 5725! 803| 166] 2337! 2 Totals 
: January | 47| 39) 205| 360 52! 3734! 344) 80] 983) s | 187] ‘ f 281| 11713] January 
February | 67 41! 42! 4645] 174! 346! 60! 2185! 271! 64! 1126| 2| 62| 5| 151] 26] 8} 32] 151] 116] 22) 111) 9707] February 
March i 68! 45! 51! 4743! 202! 487) 54] 2034] 318] 77| 1200] 2| 55 8| 182] 34! 5| 32! 101/ 97) 24) 165) 9929] March 
April | 103) 99) 107) 8714! 417| 1140] 129] 5725! 803! 166] 2337) 2| 180) 4| 270! 93| 15) 54! 225! 101] 48] 874! 21106] April 
295|13678| 1736! 387| 5646 690| 153) 931| 52455|4 Mos.’ Totals 


4 Months’ Totals] 302! 232! 





239| 22986! 


** Included in the miscellaneous 


998| 2333) 
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Can Dealership 


s Be Made 


Really “Depression-Proof?” 


(Continued fr 


‘om Page 12) 


you only the oil changes, while 


getting his washes, tire and bat- 
tery work elsewhere. Owners are 
considered delinquent if they do 
not call at least once every 15 
days. 

11, 


do you 
25% to 


What percentage of flat rate 
pay mechanics? From | 
40%; average about 
331/3%. Some places are work- 
ing on 30% with an extra 5% 
where mechanics follow up their 
customers, inspect their own work 
and hold themselves available for 
taking customers to and from 
home when needed. As a rule all 
mechanics are required to keep 
a certain part of the shop clean. 
This does away with a porter. 

12. How do you pay inside 
service salesmen? Mostly salary. 
A few places give a bonus over 
a certain amount of monthly 
sales. 


13. How much does an outside | 
service man sell? Average about | 
$700 to $800 monthly. One man} 
was running $1600 a month. 


14. Do your new-car salesmen 
sell service? No dealer had made 
a success of this. 


15. What do 


you pay outside 


|chassis 


| wash jobs? 


9 


service salesmen? 10% of the 
new customer’s business for the 
first 90 days. One dealer paid an 
additional 5% for the second 90 
days to an especially good man 
whom he wanted to keep. 


16. What do you charge 
lubrication? Prices 
ranged from 50c. to $1.50. Ap- 
parently the price should be very 
competitive, as frequent contact 
through this operation leads to 


other work of a more profitable | 


nature. Large volumes of serv- 
ice work can not be obtained un- 
less the lubrication 


is doing a good job. The better 


| dealers had a white man on this | 


job who was an all-around man 
and a service salesman. He re- 
ports all work needed, fills bat- 
teries, inflates tires, wipes wind- 
shields and makes general inspec- 
tion for the purpose of locating 
necessary work. Average pay, 
27c per car. Some men are given 
a percentage on additional serv- 
ice sold. 


17. What do you charge for 
Prices ranged from 


Same comments as 


65c. to $2. 


for | 


department | 


about greasing jobs, except that 
a colored man is generally used. 

18. What percentage of your 
annual business is on credit? 
Fleet owners, and not to exceed 
1% or 2% of other customers. 
Large accounts receivable always 
give trouble. 

19. What plan do you follow 
| for financing repair bills of from 

| $50 to $100? Where dealers carry 
| this themselves, they usually add 
| 8% to the bill and take a chattel 
| mortgage on the car. These bills 
should not be handled as open 
accounts. Some dealers use local 
finance companies. Some good 
plan seems to be needed here, to 
take care of large business. 
| 20. What method do you have 
of discovering additional work 
needed on an owner’s car while 
it is in your shop? All mechanics, 
greasers and washers are 
schooled to make inspections and 
report, verbally or in writing. 

21. How do you handle final 
inspection of jobs before deliver- 
ing the cars? Generally left to 

mechanic, with a penalty imposed 
for poor work. 

22. What is the average amount 
of your repair orders? This has 
been going down steadily during 
the past few years. The lowest 
found was $1.95 the highest $5.35. 
The better shops do not neces- 

| sarily have the highest average, 
as they usually maintain more 
frequent contact with owners. 

23. Do you find it more profit- 





able to work for a large turnover 
of cash customers rather than a 
smaller group of quality cus- 
tomers? General opinion indi- 
cates that it is more profitable 
to work for a large turnover on 
the simple services such as wash- 
ing, greasing, brake adjustment, 
etc., with competitive prices, since 
that 
other work at regular prices. 


24. Is the heavier, more ex- 
pensive shop equipment neces- 
sary and profitable? Yes, it lifts 
the shop above the alley garage 
and is a great aid to getting cus- 
tomers to return. Such equip- 
ment is profitable if it is kept 
busy; this in turns calls for active 
service sales effort. 


25. Does expensive 
help service sales? 


equipment 
Practically 


all service salesmen carry photo- | 


graphs of the equipment and 
build their story around it. It 
materially helps repeat business. 


26. Do you have cut-rate tire 
and battery competition from 
super-service stations, and can 
you meet this type of competi- 
tion? Yes, we have it. It is 
pretty hard to meet on tires, 
though most dealers interviewed 
were selling some tires. On oil 
several dealers were selling under 
their own private brand. This 
seems a good plan, as it is obvi- 
ously unsatisfactory to sell a 
brand that can be secured at a 
hundred other stations in town. 


is the only way to secure | 


Battery competition, as a rule, 
is not hard to meet. 

27. Do you have equipment for 
vulcanizing? Only for tubes. 
| But we handle all tire work. If 
| the customer is himself sent to 
| the tire shop, this shop will steal 
| the customer’s business and sell 
| him oil, battery work and car 
washes. 

28. Do you repair batteries? 
Yes; same comment as on tires. 
29. What records do you keep 
of shop profits and losses? A 
weekly record showing the num- 
ber of jobs and the average 
amount of the jobs as well as 
profits and losses. This is im- 
| portant because it shows the 
movement in getting or losing 
customers and how much or 
how little is sold to them. 

30. Does your service manager 
have access to your shop profit 
ms loss records? Yes, he 


must be made profit and loss- 
conscious. The success of his 
work is measured in profit and 
loss to the dealer. 

31. What percentage of your 
total business comes from other 
than car sales? About 20%. If 
this volume of service and parts 
| business is attained the net profit 
on it will about equal the best 
net that can be made out of 
the other 80% new-car sales. 
| $2. Does good service help your 
| 





new-car sales? Yes, and if an 
| owner is a regular customer of 


(Continued on Page 19) 


Final Revision Complete, New Commercial Car Registration Statistics, April, 1932 
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+ Not in production. 













































16 
Aleo-Gas Loses 


Another Tilt 


Washington, June 23.—Alcohol 
once more has come off second 
best in an official test with gaso- 
line. A regular loser in legisla- 
tive halls in Washington, its de- 
feat this time was of a technical 
character. It came in a compara- | 
tive study of alcohol - gasoline | 
blended fuel and straight gasoline | 
conducted by the United States 
Bureau of Standards with the co- | 

































































a 4.5 percent better performance 
by the straight gasoline. 

While some improvement in 
anti- knock characteristics was 
recorded in favor of the alcohol 
blend, this fuel was found to ab- 


to make starting more difficult. — 
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sorb moisture with the result that 50, 000 G-E Workers 
the alcohol and gasoline separ- 


ated, the latter dropping to the 


bottom of the tank and tending] A five per cent increase in wages 
for the 50,000 employes of the 





Get Increased Wages 
Schenectady, N. Y., June 23.— 


General Electric Company 
throughout the country will be 
put in effect July 1. The com- 
pany reports increasing orders 
for refrigerators, motors, _ tur- 
bines, and other equipment. 


LATEST CUMULATIVE NEW PASSENGER CAR 


These comparative figures, showing the number of new automobiles registered in each state during the preced- 


ing month are published TWICE WEEKLY in Automotive Daily News. 


Supplied by R. L. Polk & Co., except 


Illinois and New Jersey. The complete cumulative figures appear every Saturday, until all 48 states or complete 
United States totals for the month have been printed. 

















































































































































































































































operation of the American Auto- : CHRYSLER GROUP FORD GROUP GENERAL MOTORS GROUP HUDSON GROUP 
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= ¢ age tax laid by Macon and Sa-| Pilot and Aero Digest in Michigan Detroit Employment 
Local Taxes Killed | vannah, have been voided. and Ohio will be combined with Detroit, June 23.—Employment 
Atlanta, Ga., June 23. (UTPS)— | ncsinecieiapetiaiahaiie the representation of The Spur| index of the industrial depart- 
In decision by the Georgia Su-| Combine Representation in that territory. It will be hand-| ment of the Detroit Board of 
preme Court, a tax of $300 on bus| New York, June 23. —Represen- | led from the Detroit office of the | Commerce was 56.3 on June 15 
terminals by Atlanta, and a mile- tation of New Outlook, k, Sportsman | latter under W. E. Fellows. compared with 51 on May 15. 








REGISTRATIONS BY STATES, MAY, 1933-32 


The figures shown below cover thirty-six states and the District of Columbia. 2 additions this ae of states not 
previously shown inciude Alabama, California, Massachusetts, Nebraska, Nevada, and Washington. The states of Arizona, 
Arkansas, Louisiana, New Jersey, Oregon and Vermont were shown in the table published June 21. All other states 
shown were part of this table as published June 17. 
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Read About it in 
Stinson Plane Talk 


Automobile 


Sales Executives 


rie 


1300 Miles 


in a business day 





Read how the assistant general 
| sales manager and other officials 
a_ well-known automobile 
company, in a Stinson, contacted 
dealers in eight major cities lo- 
cated in seven states and the 
Dominion of Canada and flew a 
total of 1300 miles in only one 
working day. 
If they had flown the new Stin- 
son Reliant” 


reduced their flying time by 
more than one hour. 


In the May Stinson Plane Talk 
read all about this remarkable 
business trip, and also full de- 
tails of — 


THE STINSON 
“RELIANT” 


they could have 


The type of plane most people want 
at a price they can afford to pay. 


4-PASSENGER 
CABIN PLANE 


215 H. P. Lycoming Motor 


SBS 


COMPLETE 


(At WAYNE, MICHIGAN) 


Write us to have Plane Talk 
mailed to you FREE, postpaid. 





IN SON» 


Ne Airole Standard 
of thé World 


STINSON 
AIRCRAFT 


CORPORATION 
WAYNE, MICHIGAN 


Division of Cord Corporation 
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Many Leaders| 
Set New Highs 
During Week 


By Conrad Al Alexander 


New York, June 23.—Buoyed by 
the anticipation of second quarter 
earnings reports that will make 
good reading for holders of auto- 
motive securities, motor stocks on 
the New York Stock Exchange 
this week made sensational ad- 
vances during the rallies and 
showed outstanding resistance to 
the pressure during the sinking 
spells. 

Nearly all of the leaders and 
many of the minor issues made 
new highs at some time during 
the week, not only for this year 
but last. 

Motor vehicle production re- 
ports from Detroit and other auto- 
mobile centers continued to ob- 
tain eager attention in financial 
circles. The upward revisions of 
output schedules for June, an- 
nounced by several companies, 
were accompanied by renewed 
buying of the motors. 

New Merger Rumor 

New rumors of mergers in the 
automobile industry were heard 
along Wall street this week, ac- 
companied by more insistence | 
than for some time past. Merger | 
talk has bobbed up "pretty regu- 
larly during the last three years, | 
qualified each time, however, with | 
the declaration that the proposed | 
tie-ups would not occur until bus- 
iness improved. Now with bus- 
iness on the upgrade, financial 
circles appear to be more inclined 
to listen to the reports of possible 
combinations. 

The shares of the heavy truck 
manufacturers, led by Mack 
Trucks, Inc., were in demand fol- 
lowing the signing by President 
Roosevelt of bills paving the way 
for large public works expendi- 
tures. Continued business gains 
in the heavy industries also im- 
proved the outlook for these com- 
panies and increased their popu- 
larity among investors. 

The parts, accessory and equip- 
ment stocks, while lacking the 
buoyancy of the car and truck 
securities, held their own with 
the market generally. The same 
was true of the tire company 
shares. 

Gasoline Prices Up 

With crude oil mark-ups and 
gasoline price advances in many 
sections of the country brought 
the petroleum group back into 
the limelight, with new high 
prices resulting in many in- 
stances. The favorable sentiment 
in this quarter was strengthened 
by sharp reductions in crude oil 
production and gasoline stocks at 
domestic refineries. 

A brand new development of 
the week, brought on by the re- 
newed talk of inflation, was a 
“hunt” for desirable convertible 
bonds. Not many were found 
among the automobile companies 


for the good reason that this is| 


one industry virtually free from 
bonded indebtedness. But every 
list calling attention to convert- 
ibles included the Dodge Bros. 
Inec., 6 per centers, due in 1940. 
These are obligations of the Chry- 
sler Corporation, constituting that 
company’s only outstanding secur- 
ities outside of its common stock. 


The idea behind this search for | 


convertible bonds is that they 
provide a “hedge” 
tion. The bond, of course, is a 
prior obligation but, with the con- 
vertible clause, the owner may ob- 
tain in return common stock pro- 
vided those shares suddenly shoot 
skyward as the result of a run- 
away inflation. Bonds, with a 
fixed rate of interest and now 
freed from the necessity of re- 
demption in gold, might become 
less desirable than common stocks 
in an inflationary boom. As a 
matter of fact, even the converti- 
bles do not provide entire pro- 


against infla- | 
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tection against inflation, as they 
are in most instances callable on 
short notice. 

Dodge Bonds 


Chrysler Corporation assumed 


the Dodge bonds when it purchas- | 
in 1928. The |] 


ed Dodge Bros. Inc., 
amount was nearly $57,000,000, 
but the obligation has been re- 
duced since to around $42,000,000 
through the operation of a sink- 
ing fund. During 1932, Chrysler 
bought in $2,000,000 worth of the 
bonds. The Dodge debentures 
are redeemable as a whole or in 
part by 
The call price up to May 1, 1930, 
was $110 
per annum since that time. 
New Highs 

Among the automotive shares to 
reach new highs for the year 
during the past week were Allis- | 
Chalmers, Bendix, Bohn Alumin- 
um & Brass, E-G Budd Manu- 
facturing, common and preferred, 
Caterpillar Tractor, Chicago 
Pneumatic Tool, common and 
preferred, Chrysler, General Mo- 
tors, Hercules Motor, Mack 


Trucks, Reynolds Spring, Timken- 
Detroit, United American Bosch | 


and White Motor. 


Graham to Show 


First Half Profit 


Detroit, June Graham- 
Paige Motors Corporation will 
show a profit in its operation for 
the first six months of the year, 
Joseph B. Graham, president an- 
nounced today. 

“A definite improvement in the 
corporation’s business and in its 
cash position has been shown 
each month during the year to 
date,” he said. “The movement 
of Graham cars to the public is 


22. 


year. Retail deliveries each week 
are running well ahead of cor- 
responding weeks last year. 

“Business in April, May 
thus far in June, on the basis of 








and has decreased $1 | 


now at a peak thus far for the | 


t on thirty days’ notice. | 








and | 


Second Quarter Profit Outlook Buoys Motor Stock 





Last Minute Wall Street Wires 
From CONRAD ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, June 23, 3:10 P.M.—Motor shares were promi- 
nent in sharp closing rally on the stock exchange to- 
day with Chrysler and others reaching new high levels 


for the year. 


Twenty-three representative motor stocks 


closed at average price of $20 as against $18.50 last week 
with all groups sharing gain. 


orders already received, has been 


conducted at a profit. As a result | 


of this steady improvement, we | 


are assured of converting a mod- 
erate loss in the first quarter into 
a profit in the first six months’ 
operations. Such a record, under 
present conditions, we consider a 
real accomplishment.” 


McCord Has Profit 


Detroit, June 23.—-McCord Radi- | 
ator & Manufacturing Co. showed 


| April, 


a net profit of $21,239, after taxes | 


and charges, for April and May, 
according to A. C. McCord, presi- 
dent. The company will show a 
net profit for the first six months 
of this year against a net loss of 
$234,643 in the corresponding 
period of last year. 

Production for the second quar- 
ter will show an increase of 50% 
over the like 1932 period. The 
number of employes has increased 
49% since March. 


Raybestos Sales Increase | 


New York, June 23. 


Raybestos-Manhattan,  Inc., 


Sales of | 
in | 


May reached beyond $900,000 as | 


compared with $707,500 in April 
and there has been a further up- 
ward movement in June, accord- 
ing to factory officials. Earnings 
in the second quarter of about 
$225,000 are expected. 








Steel Activity 
Rises to 50% 


New York, June 22.—(A. P.)— 
Steel production in the United 
States has reached 50 per cent of 
capacity for the first time since 
1931, Iron Age reported to- 
day. A week ago the output 
ratio was 47 per cent. 


“With steel buyers increasing 
their specifications and pressing 
for shipments,” said the review, 
“mills are beginning to experience 
difficulty in keeping up with de- 
mand, in some cases falling be- 
hind on deliveries. These evi- 
dences of growing market tension, 
emphasized by the appearance of 
a scarcity of skilled labor in cer- 
tain Eastern mills, are reminis- 
cent of conditions which have 
been conspicious by their absence 
since the ’20’s.” 


Operations this week have ad- 
vanced from 35 to 40 per cent at 
Pittsburgh, from 46 to 50 per cent 
at Chicago, from 36 to 48 per cent 
at Buffalo, from 50 to 55 per cent 
in the Valleys, from 23 to 26 per 
cent in Eastern Pennsylvania and 
from 63 to 67 per cent in the 
Cleveland-Lorain district. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JUNE 23rd, 1933 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 
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Gossip Along 
Wall Street 


Moto Meter Gauge & Equip- 
ment Corporation has offered 
holders of its common stock of 
record on June 19 the right to 
purchase one new share at $1.50 
for each two and one-half shareg 
held Bohn Aluminum & 
Brass Corporation will earn $1.50 
a share or more in the first half, 
it is currently estimated . 
Borg-Warner Corporation will 
show a profit for the second 
quarter ... Midland Steel Prod- 
ucts had $4,262,563 in cash and 
government securities on June 10. 


Libbey-Owens-Ford Glass Com- 
pany is expected to earn $1,000,- 
000 in the current quarter . 
Thompson Products, Inc., reports 
net profit for May of $81,829, after 
all charges as against $17,622 a 
year ago. . McCord Radiator 
& Manufacturing Company oper- 
ated at a profit in April and May 
and is due to show in the black 
for the three months ended June 





30... Trico Products was one of 
the few companies to increase 
working capital in 1932 . . Good- 


year Tire & Rubber Company 
also was in this class . . .Trico’s 
current assets exceeded liabilities 
8 to 1 at the end of last year, 
while Goodyear’s ratio was 13 to 
3 


June earnings of Briggs Manu- 


facturing will better those of 
May, it is said . Earnings 
of the Hall Lamp Company 
have increased steadily during 


past three months Bendix 
Aviation Corporation reported to 
have made enough money in 
April and May alone to offset loss 
of $267,463 in first quarter . 

Bendix has cash and equivalent 
amounting to around $4,000,000 

. Wall street is counting on a 
June production by General Mo- 
tors of about double the total 
for June, 1932 Home Life 
Insurance Company of New York 
reports holdings of 5,000 shares 
of General Motors preferred 
stock. 

Borg-Warner liquid financial 
condition reported to be best in 
its history, having on March 31, 
last, after nearly four years of 
depression, nearly $7,000,000 in 
cash or equivalent, more than 
equal total current liabilities... 
Caterpillar Tractor Company re- 
ported for March 31 current as- 
sets of $23,202,000, as against cur- 
rent liabilities of only $494,000. . 
Officers and directors of Budd 
Wheel Company on June 7 held 
216,598 shares of the company’s 
common stock, or 21.8 per cent 
of the 990,670 shares outstanding 
; Reynolds Spring Company 
expected to earn 50 cents a share 
on its common stock in the 
second quarter. 

Gemmer Manufacturing Com- 
pany this week was added to list 
of companies due to show a profit 
for the first half. ... Funds have 
been deposited for payment of in- 
terest due February 15, 1933, on 
6 percent debentures of Evans 
Auto Loading Co., Inc., by the 
Evans Products Company, suc- 
cessor. 


British Ford Better 

London, June 20.—The current 
experience of Ford Motor Co., 
Ltd., is much better than it was 
at the corresponding period of 
1932, Sir Percival Perry, chair- 
man, said at the annual meeting. 
“The Ford company and its asso- 
ciate companies have _ reserves 
which we hope are amply suf- 
ficient to provide for all contin- 
gencies and to enable us again to 
achieve the financial prosperity 
which we have previously en- 
joyed,” Sir Percival said. Sir 
Percival stated that in 1932 the 
total export of tractors, after de- 
ducting British consumption, 
amounted only to £197,493 com- 
pared with £2,280,186 in 1930. 
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Nat'l Truck Association 
to be Formed in Chicago 


(Continued from Page 1) 


the forming of the new associa-[)— 


tion up to now are Henry C. Kelt- 
ing, chairman, Truck Association 
Executives of America; W. A. 
Sutherland, of the Pennsylvania 
association; Nyles W. Illingworth, 
Connecticut; and Theodore D. 
Pratt, New York. 


Primarily, the purpose of the 
national group is to determine a 
code to cover motor truck opera- 
tions under the National Indus- 
trial Recovery Act. The admini- 
strators of the act will accept a 


code drafted by a truly represen- | 


tative organization for national 
application. Up to this time there 
has not been a national truck or- 
ganization formally recognized by 
the industry. Now that there is 
pressing need for such an organi- 
zation, the National Automobile 
Chamber of Commerce, through 
its motor truck division, is urging 
co-operation of the state groups 
to form the national body as the 


surest means of setting up a rep- | 


resentative organization. 


N. A. C. C. Analyzes Act 


An analysis of how the National 
Industrial Control Act may affect 


trucks, prepared by the truck di- | 
Cc. C., is as! 


vision of the N. A. 


follows: 


Reduced hours of work per week 
for all their employes, and provi- 
sions for minimum wages, face 
every motor truck operator in the 
United States as the result of pas- 
sage of the National Industrial 
Recovery Act by Congress. 


Enacted for the purposes of in- 


nating unfair competition, the 
new law gives sweeping powers 
to the President to name admini- 


strators to control virtually every | 


phase of business. 


In its principal provisions, 
provides: 
That trade associations may 


submit codes of fair competition 
to the President, who can approve 
the code if he finds: 

(a) That the association is truly 
representative and imposes no in- 


| equitable restrictions on member- 


| 


| 





ships, or 

(b) That the code is not de- 
signed to oppress small enter- 
prises or promote monopolies or 
monopolistic practices. 


Collective Bargaining 


The code shall contain the fol- 
lowing provisions: 

(a) Employes shall have the 
right to organize and bargain col- 
lectively through representatives 
of their own choosing and shall be 
free from the interference in the 
designation of such representa- 
tives or in concerted activities for 
mutual aid or protection. 

(b) That no employe shall be 
required to join any company 
union or to refrain from joining 
labor organization. 

(c) That employers shall com- 
ply with the maximum hours of 
labor, minimum rates of pay and 
other conditions of employment, 
approved or prescribed by the 
President. 

Where a trade association does 
not submit codes, if the President 
shall find that destructive wage or 
price cutting or other activities 
contrary to the policies are being 
practiced, then: 

(a) He can requiré*such trade 


to take out a license under such | 


conditions as he may require, and 
(b) Violation is penalized by a 
fine of not more than $500 or im- 


prisonment not more than six} 


| months for each day such viola- 
| tion continues. 

creasing purchasing power, put- | 
ting men back to work and elimi- | 


it | 





Motor Trucks Covered 
Motor truck transportation 


act but it is the judgment of gov- 


ernment officials that trucks come | 


under its provisions. 

While no regulations have yet 
been formulated, it would appear 
that all trucks operated by private 


individuals as a part of a business | 
would come under the code of that | 
business, and the pay of the driv- | 


ers would be regulated according. 
All vehicles used for hire pur- 


is | 
| not mentioned specifically in the 











poses, however, would appear to | 


Industry Has Much i Cain 


Under New Recovery Act 


(Continued from Page 8) 





Administration is opposed to ad- 
vances in prices based upon cor- 
responding increases in produc- 
tion costs. It explains its posi- 
tion in this way: If prices are 
increased in direct proportion 
to wages, the benefit of increas- 
ing the latter will be immediately 
nullified. If they are not, in- 
creased business volume—in other 
words, increased consumption— 
eventually will begin to show a 
profit for producers without ad- 
vancing prices. 

If this assumption proves cor- 
rect, and conditions are such that 
the automobile industry is forced 
to make no radical readjust- 
ment as to hours of labor and 
wage scales until after the con- 
trol system has gained momen- 
tum, the industry will be defi- 
nitely benefited. 

As to price agreements with- 
in the industries, which will be 
permitted to some degree, they 
are expected to be of small effect 
in the automobile industry. 


Product Bars Price Fixing 

Unlike the products of so many 
industries—agriculture and oil, to 
cite two ready examples—the pro- 
duct of the automotive industry 
is a styled one. That of each man- 
ufacturer is different from all 
others in some manner and de- 
gree. Unlike two bushels of 
corn or wheat, or two gallons of 
lubricating oil, two automobiles 
cannot be priced alike. The 
virtues of price-fixing, therefore, 
do not exist so far as the automo- 
bile industry is concerned. 
Another respect in which the 





automotive industry, unlike 


| 
| 
} 
| 


SO | 


many others, can expect to de-| 


rive small effect from the pro- 


visions of the recovery law is | 


with reference to “piratical” 
competition. The Administration 
aims to wipe out this ancient 


phenomenon of business and in- | 


dustry and the law has sharp 
teeth for this purpose. 
“Piratical” competition, how- 
ever, is virtually unknown in the 
automobile industry as it exists 
today; at least in the manufac- 


| 
} 


turing industry and in the sense} 


meant by the Administration. 
Production Control 


Production control, dealt with) 


in another provision of the meas- 
ure, and providing one of 
generally most complicated feat- 


its | 


ures, is expected to be of small} 


moment within the automotive | 


industry. 
1929, motor manufacturers have 


carefully avoided the menace of | 


over-production by gearing out- 
put precisely to demand. No 
difficulty with 


ment, is anticipated insofar as 
the automobile manufacturers 
are concerned. 

At this particular juncture in 
the brief history of the indus- 
triai control legislation, the whole 
story is one of hours of work and 
pay scales. If, as conditions 
indicate, the automobile indus- 
try is required to make no adjust- 
ments immediately in either of 
these, it can move along just as 
it has been. 


Since the debacle of | 


this feature of | 
regulation, the object of which is | 
to assure continuity of employ- | 





|} has been 


be separate business and conse- 
quently would probably come un- 
der a special code. 


Hours of Work 

While no hours of work or 
wages per hour have yet been 
stipulated by the administrator, it 
indicated by govern- 
ment officials that: 

(a) The maximum hours per 
day will probably be eight, and 
the maximum week 48 hours with 
an average of from 32 to 36 hours 
a week over a six months to a 
yearly period. In other words, 
while a trucker might be em- 
ployed eight hours a day, six days 
a week for a limited period, his 
total average employment for the 
6 months or year could not be 
more than 32 to 36 hours per 
week. 


(b) It is assumed that regula- 
tions would make exceptions for 
emergencies. 

(c) The language of the act in- 
dicates that the wage basis will be 
decent living wage based on the 
cost of living in different locali- 
ties. 


Can Dealerships Be Made 
Really “Depression-Proof?” 


(Continued f 
your service, he will not chisel 
on his used-car trade nearly so 
much as the shopper. 

33. Do you solicit owners of 
other makes of cars for their 
service work? Yes, we even 
solicit some such owners immedi- 
ately after they have bought an- 
other make of car. Some deal- 


ers make a special effort to get | 
service work on competitive cars | 
where the competitive dealer is| 


known to have a poor service 
set-up. 

34. What do you do to encour- 
age the selling of service in your 
shop? Hold evening meetings of 
shop forces and teach them the 
necessity of volume business and 
how to get it. 

35. Are the profit possibilities 
of the automobile business suf- 
ing in the business? Every deal- 
er answered this question in the 





rom Page 15) 





ficient to warrant your continu- 
affirmative. Many added that they 
regarded their business more prof- 
itable than other retail businesses 
of the similar financial invest- 
ment in their town. Other deal- 
ers called attention to the fact 
that the automobile business if 
entirely free from chain store 
competition as it is known in 
the grocery, drug, notions and 
other lines. 

I realize, of course, that these 
| questions and answers do not in 
| themselves prove that an auto- 
| mobile dealer’s business can be 

made thoroughly depression- 
proof. I repeat them because my 
trip convinced me that the earn- 
ing power of any dealer’s business 
| can be strengthened and stabil- 
| ized by systematic planning and 
sustained effort. 


| 





CONFIDENCE! 


Pe 


the right is reproduced, in greatly ~~ 


T 
A reduced size, an advertisement re- 
cently run by Mosehart & Keller Auto- 
mobile Company, Studebaker dealers 
in Houston, Texas, for over 25 years 


This message eloquently expresses 
the pride and the confidence that Stude- 
baker dealers have in Studebaker polli- 


cies and products. 


There are 672 dealers in the United 
States who have handled the Stude- 
baker line from 5 to 25 consecutive 


years. Here is the roll: 
5 years..56 dealers 15 years. 
6 years.. 8dealers 16 years.. 
7 years..26 dealers 17 years. 
8 years..58 dealers 18 years. 
9 years..51 dealers 19 years.. 
10 years..54 dealers 20 years. 
11 years..76 dealers 21 years. 
12 years..67 dealers 22 years.. 
13 years..48 dealers 23 years. 
14 years..53 dealers 24 years. 
25 years.. 6 dealers 


This remarkable record tells everything 
one needs to know about the loyalty 
and the continued earnings of the Stude- 
baker dealer organization. It indicates, 


better than anything we 


what Studebaker dealers think of the 
constant fairness of Studebaker’s meth- 
ods and the unquestioned commercial 
value of the Studebaker franchise. 


Studebaker leaves to others the glory 
of multiple dealerships. Studebaker and 


STUDEBAKER 


Automatic Automobiles 


.21 dealers 


.13 dealers 
.36 dealers 


.17 dealers 
.22 dealers 


.15 dealers 
.19 dealers 


fii aes 
Pel eee cL OBL Oa 
OF AMERICA 
PO ae it 
25 YEARS 
OF LOYAL BUSINESS 
Ptah sels, 


Milestone 


..anda 


Cornerstone 


E'VE just hung a bronze tablet on our wall 
which is both a milestone and a cornerstone 
— it's a 25-Year Service Plaque presented to us by 


The Studebaker Sales Corporation of America! 


It’s a cornerstone 


It’s a milestone because it marks the completion of 
25 years’ association with Studebaker, 25 years of 
service to the motorists of this community and 25 
years of satisfaction to us. 


because these 25 years of service 


are the foundation on which we intend to build 


many more years 


6 dealers 
17 dealers 


Championship pe 


3 dealers 





of service with Studebaker. 


Always the pioneer and pacemaker. For four score 
years Studebaker has been the builder of fine trans- 
portation. Be hard to please when you buy your 
new car—experience the marvel of Studebaker 


rformance before you buy any car. 


MOSEHART & KELLER 
AUTOMOBILE CO. 


San Jacinto at Lumar 


Houston, Teaas 


Rockne franchises are exclusive selling 


agreements. 


; most attractive 
might say, 


offer the most 


ica, South Bend 


AMO UP AT THE FACTORY 





CKNE SIX 


B40 *° 
Built by Studebaker 


No internal competition. 
That is one reason why today the 
Studebaker-Rockne franchises are the 


contracts in the indus- 


try. Today Studebaker and Rockne cars 


progressive, profitable 


line you can find. Address Paul C. 
Hoffman (himself a successful Stude- 
baker-Rockne dealer), President, The 
Studebaker Sales Corporation of Amer- 


, Indiana. 





$989 


an0 UP AT THE FacToRY 





General Motors Building at the Exposition, showing Entrance Salon with wood carvings, sculpture by Carl Milles, and murals by noted 
artists; Art and Colour exhibit, Fisher Body Craftsman’s Guild; Assembly line where Chevrolets are actually manufactured and 





assembled. Also Scientific Exhibits by General Motors Research Laboratories, and many other interesting special displays and exhibits. 





_ SELLING THE WORLD ON CHEVROLET 


with the finest exhibit at the 
Century of Progress Exposition 


THE ONLY AUTOMOBILE ASSEMBLY LINE AT THE FAIR 


Chicago will be the goal of all the world 





this summer. And it’s a sure thing that 
every single visitor at the Century of Progress Exposition will 
come away with a new respect—and renewed desire—for the 
Chevrolet Six. Because Chevrolet has ‘‘stolen the show” with 
the most convincing and spectacular industrial exhibit ever 


planned. 


In the heart of the Exposition looms the great 


General Motors Building. And inside is a complete Chevrolet 


A GENERAL 


CHEVROLET 


MOTORS 


and Fisher Body assembly line. All the thousands who throng 
to Chicago will see for themselves the careful craftsmanship 
that guides each step in the making of the Chevrolet—the 
remarkable quality that is wrapped up in this popular car. 
Chevrolet urges all its dealers, and everybody else connected 
with the automobile industry, to view this mammoth exhibit. 
It will be the talk of the country for many months to come. 
CHEVROLET MOTOR MICHIGAN 


COMPANY, DETROIT, 





VALUE 








